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THESE ARE Gelden Days 


IN THE GOLDEN STATE 


Less than two years ago Franklin 
Life activities in California were 
insignificant. Today, under the 
guidance of two superb Regional 
Managers, George Landis in the 
southern section, and Richard Har- 
rison in the north, California stands 
second only to Texas in Franklin 
new business production. Mr. Lan- 
dis heads an organization which 
during the first ten months of 1947 
enjoyed a net paid volume of 
$7,368,000. During his first four 
months with the Franklin Mr. 
Harrison personally produced over 
$1,000,000 of new business. 


During the November Birthday 
Drive in honor of President Becker 
California agencies recorded a tre- 
mendous total of more than Four 
Million Dollars. 


We salute the Golden State, Cal- 
ifornia, «he most rapidly growing 
state in the agency organization 
of the most spectacularly growing 
Company in America, 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in Amezioes 


Over $500,000,000 Insurance In Force. 
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¢ Premium never changes. oe. 

No further medical examination required. _ 
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® Can start retirement fund. 
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Pa. Joint-Property 
law Held Void in 
Suit Over Policy 


Court Finds It Unconstitu- 
tional; OKs Realty as In- 
surance Investment 


PHILADELPIA—As a result of a 
test suit involving a Penn Mutual life 
insurance policy, the Pennsylvania su- 
preme court has declared unconstitu- 
tional the state’s community property 
law enacted at the 1947 legislative ses- 
sion. The court upheld the new law 
permitting life companies to invest in 
real estate and construction. 

The community property act was de- 
signed to permit husbands and wives to 
divide income for tax purposes, with 
an estimated aggregate saving of $100 
million, but the court held that the act 
would contravene the state constitution 
by taking private property belonging to 
one person and transferring it to an- 
other. 

The court called the law “vague, in- 
definite and uncertain,” and so “incom- 
plete, conflicting and inconsistent in its 
provisions” as to be incapable of either 
rational interpretation or judicial en- 
forcement. 


Reported Due for Repeal 


As the law’s application to various 
situations was studied, it produced more 
and more dissatisfaction. It was re- 
ported that one of the first items sched- 
uled to be put on the agenda of the 1948 
session of the legislature was the repeal 
of the community property law. From 
a life company standpoint the law had 
the serious effect of not protecting life 
companies from double liability in case 
payment should be made to one spouse 
under a policy and it should turn out 
later that the other spouse had an in- 
terest in the policy. 

In the test case, Penn Mutual Life re- 

fused to lend money on a policy which 
an insured had assigned to his law part- 
ner. It refused on the ground that since 
the premium had been paid in part out 
of community property the insured’s 
wife, Mrs. Shippen Lewis, had a vested 
interest in it. 
Robert Dechert, counsel of Penn Mu- 
tual, pointed out at the trial that all life 
companies had a considerable interest 
in the suit’s outcome, since thousands of 
policyholders would be affected. 


Invalidation of the law by the court 
not only settles the matter more prompt- 
ly than would repeal, but has the advan- 
tage of holding it void from the begin- 
ning whereas the legislature could not 
repeal the law retroactively. This would 
have meant that from Sept. 1, the effec- 
tive date, to the effective date of the 
repeal of the law would have applied, 
with all its attendant complications. 
Moreover, if Congress passes a law to 
give citizens of non-community prop- 
tty states the same income tax ad- 
vantage that citizens under community 
Property laws possess, there will be no 
need of a state having a community 
Property law in order to gain the in- 
come tax benefit. It is reported that 
Nebraska plans to repeal its community 
Property law, which like Pennsylvania’s 
Was passed at the 1947 session. 

In his opinion, Judge Stern took note 
of the fact that when the policyholder, 
(CONTINUED ON PAGE 25) 
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Time Table for Florida 
N.A.I.C. Rally Perfected 


MIAMI BEACH—Govy. Millard F. 
Caldwell and U. S. Senator S. L. Hol- 
land will be featured speakers at the 
convention of National Assn. of Insur- 
ance Commissioners here Dec. 7-11. 

Early arrivals have been invited to 
attend the dedication of Everglades 
National Park Dec. 6. 

Gen, Philip B. Fleming, chairman of 
the President’s Conference on Fire Pre- 
vention, will address a luncheon Dec. 9. 

The detailed program except for com- 
mittee meetings exclusively of interest 
to fire and casualty people follows: 
Saturday, Dec. 6 

Morning — Dedication of Everglades 
National Park, Everglades City. 


Evening—Florida A. & M. vs. Virginia 
Union, Orange Blossom championship. 


Sunday, Dec. 7 

Afternoon — Executive committee 
meeting, Forbes, Michigan, chairman. 
Report central office supervision sub- 
committee. 

Evening—Get Acquainted Party, Fla- 
=e Gardens; buffet supper, water 
snow. 


Monday, Dec. 8 
—Question of future rating forums. 


10:30 — Opening of convention and 
business meeting, Thompson, Oregon, 
president, presiding. 


—Invocation by Dr. Royal Page, Euclid 
Methodist Church, St. Petersburg; ad- 
dresses of welcome—E. L. Phillips, 
Gulf Life, general chairman; J. Edwin 
Larson, host commissioner; response, 
Dineen, New York; roll call and in- 
troduction of new commissioners; 
president’s address; report of secre- 
tary, Hodges, North Carolina. 

Noon —Men’s luncheon, Laurence F. 

Lee, Peninsular Life, presiding; Senator 

Holland, guest speaker. Ladies’ lunch- 





Lee 


Seth B. Thompson Laurence F. 


eon, LaGorce Country Club; fashion 
show and vaudeville. 

2 .m.—Standard non-forfeiture and 
valuation laws sub-committee, Russell 
O. Hooker, Connecticut, chairman 

2 p.m. — Taxation committee, Carlson, 
Utah, chairman. 

3:30 p.m. — Blanks committee, Walter 
A. Robinson, Ohio, chairman. 


Evening — Banquet, Gov. Caldwell, 
guest Saar scol 
Tuesday, Dec. 

9 a.m.—Life a Allyn, Con- 
necticut, chairman. 

a.m. — Social security committee, 

nape. South Carolina, chairman. 

1 m.—A. & H. committee, Knowlton, 


New *Jammpahire, chairman. 
—Uniform A. & H. regulatory law, in- 
cluding revised standard provisions. 
—Reporting of loss experience by policy 
forms. 
—Retroactive effect of the official guide. 
10 a.m.—Casualty & surety committee, 
Bowles, Virginia, chairman. 
11 a.m.—Plenary session. 
ae luncheon, Walter L. 
deg American Fire & Casualty, pre- 
sid ng; General Fleming, guest speaker. 
p.m.—Examinations committee, John- 
aan Minnesota, chairman. Report on 
convention examinations ealled; chair- 
man’s financial report; convention ex- 
amination procedure; examination of 
companies under same management or 
ownership, or when involving full re- 
insurance. 
3 p.m.—Fraternal committee, Sullivan, 
Washington, chairman. 
3 p.m.—Laws & legislation committee, 
Butler, Texas, chairman. 
—Raising the standards of the insur- 
ance departments. 


—Qualification law for life insurance 
agents. 
—Commissioners’ uniform bill concern- 


ing companies doing business through 
the mails in states in which they are 
not admitted. 


—Registration of securities in the name 
of a nominee. 
Afternoon—For ladies, boat sightseeing 

trip around canals and _ islands. 

’ Evening—Pamunkey Tribe of Real In- 

dians annual meeting and ceremonial. 


Wednesday, Dec. 10 

9 a.m.—Real estate committee, Pear- 
son, Indiana, chairman 

10 a.m.—Valuation securities commit- 
tee, Dineen, New York, chairman. 


E. L. PHILLIPS 


—vValuation of preferred stocks private- 
ly purchased. 
—Valuation of 
capital stocks. 
—Valuation of U. S. sreseuey Bonds, in- 
vestment series “A”—1965. 
—Foreign exchange rates. 
—Computation of amortized 
foreign bonds. 
—Computation of values on foreign 
securities not eligible for amortization. 
10 a.m.—lInterstate rating committee, 
Forbes, Michigan, chairman—Writing of 
interstate risks by casualty companies. 
11 a.m.—Plenary session. 
Afternoon—Horse racing. golf, swim- 
ming, boat sightseeing trip, land sight- 
seeing trip, re sea fishing, tennis. 


Thursday, Dec. 
10 eee Paiestinie session, 


insurance companies’ 


values on 


Theat N inienad Qnd 
Vice-President 
of Mutual Life 


John P. Traynor has been appointed 
a 2nd vice-president of ‘Mutual Life. 
He has been assistant manager of the 
mortgage department since 1945. Mr. 
Traynor joined Mutual Life in 1943 as 
manager of real estate. Before that he 
had been deputy superintendent in the 
New York department for seven years. 

Graduated from Notre Dame Univer- 
sity in 1925, Mr. Traynor joined New 
York Title & Mortgage and became as- 
sistant to the treasurer in 1929. Three 
years later he transferred to Nyamco 
Associates, Inc., a management and real 
estate subsidiary of New York Title & 
Mortgage, where he devoted his entire 
time to real estate problems. 

He was appointed a special deputy 
superintendent of the New York depart- 
ment in 1936 in charge of New York 
Title & Mortgage and its subsidiaries, 
which the department had taken over. 
He was soon advanced to deputy. In 
1938, when the department merged 77 
insurance and title and mortgage com- 
panies into a liquidating bureau, Mr. 
Traynor was placed in charge of the 
bureau. 














Tentative Ruling 
Points fo Employe 
Status for Agents 


Treasury Draft Stresses 
“Economic Reality” and 
SS Law’s Intent 


By H. C. HALLAM 


WASHINGTON—By and large, in- 
ternal revenue bureau lawyers now be- 
lieves most life agents are “employes,” 
within the meaning of the social security 
law, and that therefore they are subject 
to the employes’ tax under social secur- 
ity, and that their “employers,” whether 
companies or general agents, are subject 
to the social security tax on employers. 

A ruling to this effect is looked for to 
as One result of new internal revenue 
regulations defining who are employes 
under social security, Tentative revi- 
sion of the regulations was published in 
the “Federal Register” on Thanksgiving 
Day but is being held up for 30 days to 
give interested parties opportunity to 
submit written comments and suggests 
tions to the internal revenue commis- 
sioner, 

_ The bureau said that after considera- 
tion of these suggestions and actual pro- 
mulgation of the new regulation, a num- 
ber of rulings are contemplated in var- 
ious fields of business activity, to illus- 
trate application of the principles set 
forth in the regulation. One or more of 
these is expected to deal with the status 
of agents. 

_The bureau said that principles enun- 
ciated by the Supreme Court decisions 
in the Silk, Greyvan Lines, and Bartels 
cases “indicates broadened coverage 
among such important groups as life in- 


surance agents, door-to-door salesmen 
and home-workers.” 
[The pending regulations state the 


principles announced by the court and 
would supersede the common-law test, 
also known as the “control” or tort test, 
used to determine whether a “master 
and servant” relationship exists. 

In the three cases referred to the Su- 
preme Court has made it plain, accord- 
ing to the bureau, that determinations 
of who are employes involve a number 
of considerations,” including the social 
purposes of the social security law; 
whether the individual, as a master of 
economic reality, is dependent on the 
business to which he renders service or 
on his own business, and the total situa- 
tion in the case, which must be looked 
to, since no one factor governs. 

Among factors which are to be used 
in conjunction with the foregoing prin- 
ciples, are degree of control over the in- 
dividual performing services; perma- 
nency of relation; integration of the in- 
dividual’s work in the business to which 
he renders service; skill required; in- 
vestment by the worker in facilities for 
work; and opportunities of the worker 
for profit or loss. 

An official spokesman indicated that 
the bureau has definitely in mind insur- 
ance agents as being employes. The 
status of agents with relation to social 
security has been subject of contro- 
versy for a number of years. The bu- 
reau said that “in some few cases” agents 
have been held to be employes. Past bu- 
reau rulings on the subject admittedly 
have been based on a legalistic view of 
“who hires who to do what.” But, in 

(CONTINUED ON PAGE 26) 
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s. about sending agents to take the cours¢) Lite “. 
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Ne |Revenue Bureau All Cities Except ==. Treasury’s Annuity Stud 
: ifies Ruli N. Y.H i y y 
Clarifies Ruling . Y. Had Oct. Gain Ss ts T Ch 
lang on Partnerships In decided contrast to recent previous ugges S an anges 
months, all large cities except New York ALLAM . 
iCials jn WASHINGTON — In an effort to showed an increase in ordinary sales for By H. C. H pecatedne ac 7 bars cot te 3 a 
Se clarify the situation with respect to ie ep pt peas to L.T.A.M.A. Cleve- _ WASHINGTON—A staff study of an annuitant as veaiautel bis ochatiogl 
, "List state taxability of life insurance on {ne Dat the greatest increase, 157. De- income tax treatment of pensions and through yearly exclusions he may be 
Th ‘hips, Deputy Internal Revenue ‘foit and St. Louis each had 10%, Bos- annuities has just been released by the “Beith peel : Se 
: sartnerships, puty ; ton and Chicago each 8%, Los Angeles ’ confronted with an abrupt increase in 
Private Commissioner Bliss has made public a | d 5% Pail del ve os , tek Treasury Department. The study is fac- taxable income and tax liability, al- 
ogtams addressed to a previous inquirer (40,70, anc iladelphia 37%. New tual and analytical, making no policy is ity pay a 
U ef letter € te p qui York’s decrease was 5% A ma though his annuity payments remain un- 
+ % fon the subject. The letter, constituting These sixoh] in aoe tiie recommendations. Pointing to the gtOW- changed. 
authee an official ruling, sets forth two exam- | sufhc mee ae ‘ies id ing importance of taxation of pensions The study examines several alternative 
Vantage# oes. If the answer to questions that cities i eke ol pr cao age Ae a and annuities, the study says about methods for correcting inadequacies of 
- have been plaguing insured partners and 7 Oo orp Bosca tig Hott te 2,500,000 Americans now receive annu- the 3% rule. One is to divide payments 
. Be insurance salesmen in that field, nh. Cadi: Woman a Chicaeo ? Cleve. ities, pensions or retirement benefits, received into principal and income 
mm, and igend in = a ge baat rin land 9, Detroit 4, Los Angeles 4, New without counting veterans’ pensions, and spreading the exclusion for capital re- 
cers tof that answers to further questions that yo}; Philadelphia 12, St. Louis 7 the number is growing as plans and covery evenly over the period during 
may arise will have to wait until the 1? Ae oes ’ dann inarenca Programs attain maturity and as the which BEES i 
ty pro 1 cs beh Most of the states showed an increase, : é which payments are received. Another 
e com mere ett er, mad rjc Bo ro bee the greatest being South Dakota with Proportion of elderly people in the popu- js to modify the present rule by re- 
Soffer ie inom released co konevael Revenue 18%. Percentage decreases were Ala- “th eae on ee oe peer sseneee Se te ae 
cy., ey veniie 60 Slums: bama 4, Arkansas 15, Colorado 1, Dela- ne study points out that the pres- cluded in taxable income from 3% to, 
oppor se “Reference is made to your request Ware 4, District of Columbia 2, Ken- ¢nt method for detersmaing the Senmnle sey 1% er Tue a ne Tee 
Jection for further information relative to the tucky 7, Louisiana 4, Mississippi \14, ee 5 ae ane ied 8% rule (cbartment suggests this might. Be 
sability lication of the estate tax in cases in- Nevada 9, North Carolina 12, South te basis of the so-called 3% rule coupled with provisions to include a 
ities 0 pi ing insurance on the lives of mem- Carolina 2, Utah 14, Washington 1. adopted in 1934, “is unsatisfactory in a Jarger portion of the annuity in tax- 
s would oe partnerships It is believed that Percentage increases for states for the number of respects. Under annuity con- able income, at the annuitant’s option. 
ith te ra matter may be clearly explained by first 10 months —s California 2, Idaho — _— payments begin immedi- <A third alternative would include in the 
insured} 44. consideration of the following two ? Montana 7, Nevada 22, New Mexico ately, t ¥ department says the rule gen- annuitant’s taxable income the amount 
. Ead examples 5, North Dakota 2, Oregon 9, South erally overstates the income portion of of interest deemed to have been earned 
‘ ° “First, assume that A and B are the sine a a 1, Wisconsin 1, and — a Pte eo ay rule — al- on the declining reserve behind the an- 
el members of a partnership and that each J dina mae venulting, feagn eile an cr nuity, 
agrees to purchase insurance upon the : , 3 pos ebay : y. Payments. : ae 
ing of fe of the other payable in each in- Harris Takes Over in Minn, "he ag rg + from. bin ae - bray oe ae 
ng FE tance to the wife of the insured. The ST. PAUL—Arman : covering his investment tax-free within 1e study observes that inequalities 
- agreement does not involve the disposi- took over as he eee his normal life expectancy. ase: involved in income tax exemption of 
e : tion of the deceased partner’s interest in Dec, 1, will attend the commissioners’ Unfair to Low-Income Annuitants certain categories of retirement bene- 
th - the partnership. In such a case, upON meeting, accompanied by Albert Berger Seis _ fits as social security and railroad re- 
sic the death of the first to die, both the chief examiner. It is understood that A further criticism of the 3% rule is tirement could be overcome by including 
clinics insurance on his life and the full value Newell R. Johnson, former commis- that in the case of deferred and em- OASI and RRR benefits in taxable in- 
alifor of his interest in the partnership will be sioner, also will attend, ploye annuities the exclusions are come. In that event, the report suggests 
ered includible in his gross estate. This con- Commissioner Harris said he plans no lumped into the early years and hence the desirability of prescribing a method 
ficak | clusion is supported by the decision of changes in the department staff for some ™ay deprive low-income annuitants of for distributing these benefits between 
ion to} tte circuit court of appeals for the time. He will have to appoint some tax benefits, due to overlapping of an- Income and return of principal, since 
ralified second circuit in the case of Lehman one to head the new rating division, the "vity payment exclusions with personal they consist partly of return of payroll 
netion, | Y» Commissioner, 109 F. (2d) 99. position he had held. exemptions and deductions, The present contributions made by employes, 
rvision | Effect of Sale Agreement The department staff gave a farewell method is also criticized because par- Present tax treatment of pensions 
> morep « party for Mr. Johnson Wednesday ticularly in the case of deferred and em- and annuities, says the department, “in- 
Second, assume that C and D are night. ploye annuities the present treatment volves a number of equity and loophole 
ted by members of a partnership, each 1 problems,” including treatment of lump- 
nt ang}? me-half interest. To provide for the sum distributions under retirement 
orivate continuance of the business upon the plans, single-premium annuities pur- 
death of one of the partners and to pro- chased by employers for employes out- 
vide funds with which the surviving - side qualified employe benefit plans, and 
partner can purchase the deceased part- : ; ¢ : 
tner ‘ interest accruals under deferred annu- 
ner’s interest, the partners enter into : > ae 
| ners ; ity contracts. The study discusses broad 
an agreement under which insurance is questions of equity and t aw 
purchased on both of their lives, and at sented b: poate, . - see Rede pe ae 
the death of the first to die the proceeds trikeseny and aupenialianaee a Poec 228 
ational J of the policy on his life are to be ap- At Sead pee ; : i peat eee 
- chee Aaa : recen ; ; 
om | plied in part payment for his interest in a recent underwriters’ meeting in California, Mrs arrangements. 
= Eg aaa ey Mae i thi be eo William P. Grant, wife of our District Manager, said :— Equity for Aged 
| com- | chased by s , s ; After discussing inequalities in mili- 
ioners’ | life insurance and the full value of the 7 - . : * abil: 
sted at | partnership interest will not both be in- zs hiring gs nants —e no 
mittee | cluded in the gross estate. The treat- If you care to look at your husband’s business from cimaieatines th t epartment reaches the 
; Har} ment of such a case for estate tax pur- : tics ie ; : re: th igen i as ee 
en off poses is exemplified by the decision of its humanitarian side you will find that it is comparable " IMCs eee Se Te pene 
sioner f the United States board of tax appeals j pos aieh ree of the income 
in the estate of John T. H. Mitchell, to that of a doctor. He offers protection and security ax which would make significant contri- 
oreign | 37 BLT.A. 1.” bution to the development of a sound 
res-} For many years, Internal Revenue for old age, widows and children. postwar tax system, and that greater 
y evi} said, proceeds of life insurance on the equity could be achieved for the bene- 
are lives of partners were not subject to the fit of — my retired — without 
at the} estate tax, the idea being that the sur- “ : . . Serfous 1086 Of revenue. 
nite ving meee sce: Pin, Ra afpve Bian The wife of an insurance man tells this story. She The study covers nearly 80 pages, in- 
rtized | from a policy on the life of his deceased F cluding a description of the Canadian 
oa partner he tar the te Gees cl the and her husband were attending the funeral of a very methods of tax treatment of pensions 
value} business. Then a particular case arose : F F and annuities; statistical tables, ap- 
SNE wiich imanrance on the life of & dear friend and policyholder. As the people milled pepsin, etc. 
| into} partner was made payable to the widow : : : ‘ e department says the present rule 
ce a the, Slee Se ae canes ie Gee around the bereaved widow, offering their condolences, “is not entirely satisfactory in terms of 
is not}held the insurance proceeds were sub- oe compliance and administration,” since 
rales et i. suk wane Tele woneiall this wife had the happy knowledge that of all the peo- the: amount of annuity receipts which 
ite off ately gave rise to a flood of rumors and ‘ must’ be included in taxable income 
a me to the oeeck that maavauee te ple in that room her husband was the only one who had changes as the capital consideration is 
ook } partners j at . . . : ” [OV -f 
‘a Bacion, generally was subject to estate more to give the widow than just his sympathy. recovered tax-free. 
lige Other Types of Income Involved 
h Res op , Among problems and issues involved 
A.L.C. Medical Section under present law the department men- 
| to Meet June 24-26 ee @e tions not only classes exempt from tax- 
d ation, but also amounts received through 
h has}, Lhe annual meeting of the Medical accident, health or workmen’s compen- 
f the cn of the American Life Conven- sation, amounts received from damage 
» andy tion wi e held June 24-26, 1948, at suits, military disability pensions; also 
‘stant Mount Washington Hotel, Bretton THE PENN MUTUAL LIFE INSURANCE CO. certain civil service retirement, and pen- 
necti-| ( yey N. H. Chairman is Dr. Reynold JOHN A. STEVENSON sions which are gratuities. 
icago oo —— ee che Pan- President With reference to exempt classes, the 
irdue} ican Life. Program chairman for . department calls attention to a number 
vents te 1948 meeting is Dr. F. Tulley Hal- INDEPENDENCE SQUARE, PHILADELPHIA of additional proposals to create exemp- 
yurse, Lin spores medical director State tions. Other “problems” presented. in- 
ite of Indiana. (CONTINUED ON PAGE 25) 
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Randall Asks That Private 
Enterprise Be Advertised 


Jesse W. Randall, president of Trav- 
elers, told members of the Greater Buf- 
falo Advertising Club that private en- 
terprise must advertise and sell its ben- 
efits as well as its products and 
services. He said that while industry 
has done a good job in advertising and 
selling its tangible products, it has 
failed to sell the intangible values of 
the system, those freedoms which exist 
only where private enterprise flourishes. 
He stated that it is no coincidence that 
freedom of the individual and private 
enterprise go together and that on any 
comparison of results and merits, the 
American system has nothing to fear 
from competition. 

Mr. Randall deplored the fact that 
such a large percentage of the Amer- 
ican people has lost faith in the system 
which enabled us to win the war and 
that so many young people question the 
value of the system. Admitting that 
some greedy men have discredited capi- 
talism in the past, he warned that the 
abolition of capitalism would not result 
in the abolition of greed, but would 
further it in a more dangerous form as 
greed for dictatorial domination over 
people. 

Mr. Randall said another criticism 
leveled against private enterprise is its 
failure to provide employment for all 
during all stages of the business cycle 
and its susceptibility to periodic depres- 
sions during which millions of people 
are unemployed. He said here the fault 
lies in the weaknesses of human na- 
ture, rather than in thé system itself. He 
urged that private enterprise do every- 
thing it can to mitigate the effects of 
a depression by postponing its borrow- 
ing and spending for expansion during 
boom times rather than going ahead 
with it when business tends to slacken 
off. He declared that industry must edu- 
cate the people against spending bor- 
rowed money during booms and then 
repaying the borrowed sums when 
money is less plentiful. Mr. Randall 
warned that if enterprise grows lazy 
and forms trusts or cartels, it is inviting 
nationalization, since it is wrapping itself 
into a neat package satisfied to produce 


Coffin Named Head’ 
of L.L.A.M.A. Mass 


Sales Committee 


Vincent B. Coffin, vice-president Cop. 
necticut Mutual, has been named chair. 
man of L.I.A.M.A.’s mass distributigg 
committee. 

Other members are William p 
Worthington, vice-president Home Life 
of New York; E. P. Tobin, vice-pres. 
dent Union Labor Life; Clarence _ 
Tookey, vice-president Occidental 9 
California; Vincent S. Welch, vice. 
presideint Equitable Society; Clyde R 
Gay, vice-president John Hancock; Ry. 
sell J. Wood, assistant general manage 
Imperial Life, and C. J. North, vice. 
president Metropolitan, immediate pag 
president of L.I.A.M.A. 

The committee has set as its tentative 
objectives: To get all the facts on mags 
selling through research. This projec 
has been given a high priority by the 
L.I.A.M.A. research division; to deter. 
mine, on the basis of these facts, whether 
the various forms of mass distribution 
are serving the public; to determine 
what effects, if any, mass distribution 
may have on the agency system and the 
welfare of the individual underwriter, 

At its first meeting held in Chicago 
during the annual meeting, the com- 
mittee discussed its objectives in broad 
terms and agreed to meet again in New 
York City Dec. 15. Representatives of 
the National Assn. of Life Underwriters 
and other interested organizations at- 
tended the Chicago meeting of the group, 
The committee will continue to work 
with these organizations in the future, 











standardized products. 

He was not convinced that. state 
ownership and state control of industry 
is inevitable, pointing out that the 
United States and Canada, the only re. 
maining exponents of private enterprise, 
are the only prosperous nations left 
and their straining to save the rest of 
the world is causing many who were 
critical of private enterprise to revise 
their opinions. 





Edwards A 


gency “Grads” Congrega e 








In the picture above are: Back row 
(1. to r.) — Frank H. Plaisted, general 
agent St. Louis, and Paul M. Williams, 
general agent Indianapolis, former assist- 
ant general agents Chicago; E. H. Snow, 
general agent Des Moines, former agent 
Chicago; Earl C. Jordan, supervisor Chi- 
cago, who goes to Albany, N. Y., Jan. 1 
as associate general agent; W. Thomas 
Craig, general agent Cincinnati, former 


Eight agency executives of Aetna Life 
who received their training in the R. S. 
Edwards agency at Chicago and who 
got together at the Moraine hotel, High- 
land Park, Ill., and gave Mr. Edwards 
a dinner during a regional conference 
there of Aetna’s general agents and their 
assistants are depicted above. 

The Chicago agency has proved to be 
an excellent school for budding general 
agents. It has a history of high achieve- 
ment, and so far this year is No. 1 
agency in production country-wide, with 
virtually a certainty of leading the coun- 





group supervisor Chicago; C. E. Clinton, 
general agent Omaha, former supervisor 
Chicago; front row (1. to r.)—A. H. Hiatt, 
general agent Minneapolis, former assistait 
general agent Chicago; General Agent 
Rockwood S. Edwards, Chicago; R. B. 
Coolidge, agency vice-president, Hartford, 
and Robert J. Curry, former assistant get 
eral agent, Chicago, now South Bend ger 
eral agent. 


try for the whole year, as it did in 1946, 
1945 and 1944. 

About 150 persons attended the three 
day business conference, including R. B. 
Coolidge, agency vice-president; N. M 
DeNezzo and Don Hensen, assistant st 
perintendents of agents, and A. Hender- 
son, J. D. Nelson, G. A. Lawton and 
Joseph Euler, field supervisors, all from 
the home office agency department. Mr. 
Coolidge presided. Emphasis in discus 
sions was on selection and training of 
career agents. Plans for the next yeaf 
and field problems were discussed. 





McC 
Idec 
Law 


Comn 
nessee | 
the law 
Nationa 
sjoners, 
subcom! 
a model 
standar¢ 
deputies 
relating 
jation | 
said thi 
York a1 
other 
studies. 

Most 
Mr. Mc 
statutes 
departm 
have m 
efficient 
though 
employe 
alone di 
the qua 
legislate 
commis 

Mr. } 
suggest 
line, co 
phasizec 
the ins’ 
first in 
regulatt 
Legis 
Michi 

LAN 
Michigz 
prevent 
consent 
health 
subject 
tive joi 
rules, 
three s 
ig emp 
view al 
agencie 
proved 
them if 
with th 
plemen 

Spok 
troit, a: 
eration 
thority 
Treano 
Pepper 
the con 


plicatic 
use of 
unders: 
tuling 
pointec 
fling a 
the rul 
and se 
ity for 
law. 
The 
decisio 
Under 
Pend a 
has op 
thority 
gal isst 
courts, 


ent Con. 
ed chair. 
tribution 


liam Pp 
ome Life 
ICe-pregi. 
ence if 
ental of 
h, vice. 
clyde F. 
ck; Rus. 
Manager 
th, vice. 
ate past 


tentative 


tribution 
etermine 
tribution 








it state 
industry 
lat the 
only re- 
terprise, 
ns left 
rest of 
oO were 
) revise 


clinton, 
yervisor 
. Hiatt, 
ssistant 
Agent 
R. B. 
artford, 
nt ger 
id gen 


1 1946, 


int su- 
ender- 
n and 
| from 
t. Mr. 
liscus- 
ing of 
t year 
d. 


‘Heficient departments. 


December 5, 1947 


LIFE INSURANCE EDITION 








—=$=——— 


McCormack Pursues 
Idea of Qualification 
Law for State Men 


Commissioner McCormack of Ten- 
nessee has addressed the members ot 
the laws and legislation committee of 
National Assn. of Insurance Commis- 
joners, advocating appointment of a 
aibcommittee to pursue the drafting of 
, model statute relating to qualification 
jandards for insurance commissioners, 
deputies, examiners and actuaries, and 
relating to the establishment and organ- 
ation of insurance departments. He 
aid this group should visit the New 
York and Texas departments, and one 


other department in the course of its 
studies. ; 
Most of the recommendations that 


Mr. McCormack has in mind, are now 
statutes in New York, and he said the 
departments of that state and Texas 
have made great progress in creating 
He said that al- 
though in New York the department 
employes are under civil service, this 
alone does not guarantee efficiency and 
the qualifications should be set by the 
legislature, and not by the civil service 
commission alone. 

Mr. McCormack reviewed the various 
suggestions that he has made along this 
line, commencing in 1945 and he em- 
phasized that efficient administration of 
the insurance departments becomes of 
first importance in this day of rate 
regulation. 


Legislative Hearing on 
Michigan Department Ruling 


LANSING, MICH.—A protest of a 
Michigan department rule designed to 
prevent policy changes without specific 
consent of the applicant for life or 
health and accident coverage was the 
subject of a hearing before the legisla- 
tive joint committee on administrative 
rules, This committee, consisting of 
three senators and four representatives, 
is empowered under a 1947 act to re- 
view all rules of state departments as 
agencies not already specifically ap- 
proved by the legislature and to suspend 
them if they are found not to conform 
with the basic statutes which they sup- 
plement. 
Spokesmen for Michigan Life, De- 
eration exceeds the commissioner’s au- 
thority and should be suspended. L. J. 
Treanor, vice-president, and 
Pepper, general counsel, appeared 
the company. 


for 


Department’s Position Told 


Horace B. Corell, deputy commis- 
sioner, and William Conley, actuary, ap- 
peared for the department, explaining to 
the committee, headed by Senator Colin 
L. Smith, Big Rapids, the reason for the 
tuling which, the department represen- 
tatives said, was purely interpretive of a 
statute in force for some 30 years in 
Michigan. 

Under the ruling, made effective last 
December, it was required that no appli- 
cation forms for coverages in which the 
application becomes part of the contract 
should contain any provision that the 
application might be altered except with 
the signed approval of the applicant. 
The ruling, made effective as to new ap- 
plication forms Jan. 1, 1948, provided for 
use of old forms in the interim with the 
understanding that provisions of the 
tuling were complied with. It was 
pointed out that a 1945 law required the 
fling and approval of all forms and that 
the ruling interpreted the older statute 
and set up a requirement of acceptabil- 
rd for forms being filed under the newer 
aw. 

The committee made no immediate 
decision relative to status of the ruling. 
nder its statutory powers it may sus- 
pend a ruling only until the legislature 
aS opportunity to pass on it. Its au- 
thority is final in matters of fact but le- 
gal issues involved are reviewable by the 
courts, 
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At The Life Advertisers’ Association Annual Meeting, Quebec, October 23-25, 1947 
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New Pan-American Contract 
Recognizes Quality Factors 


Pan-American Life is introducing Jan. 
1 a new compensation plan for agents 
which is designed to recognize quality 
business and to provide liberal retire- 
ment, disability and death benefits for 
career agents. There is also a new gen- 
eral agency contract on much the same 
pattern. 

The new plan not only meets the 
various specifications for agents’ com- 
pensation as set forth by the National 
Assn. of Life Underwriters compensa- 
tion committee but goes considerably 
further in properly remunerating both 
the agent and general agent for the kind 
of job the purchasing public and the life 
insurance business want to see done, ac- 
cording to Kenneth D. Hamer, vice- 
president and agency director. 

Under the new agent’s contract the 
company’s calculations show that a pro- 
ducer starting under the contract at age 
25 and producing each year $250,000 of 
ordinary business with an average pre- 
mium of $35 per $1,000 and normal ter- 
minations will average $10,176 a year 
income until he retires at age 65 if he 


meets the “A” or bonus quality stand- 
ards in his business. If he meets the 
regular or “B” specifications he would 
average $9,055. 

If he started at age 35 the average 
would be $9,433 on the bonus scale and 
$8,535 on the regular scale, while start- 
ing at age 45 the averages would be 
$8,535 on the bonus basis and $7,888 on 
the regular. 

For smaller production the incomes 
would be proportionately less. 

These figures are based on first-year 
commissions, renewals, and persistency 
allowances. First-year commissions are 
55% graded, whether bonus, regular, or 
“C” scale, the latter being for producers 
failing to meet the regular quality speci- 
fications. 

For those qualifying for the bonus 
basis the renewals are 15% the second 
year, 10% third and 5% for the next 
seven. Persistency allowance is 3% for 
as long as the policy remains in force 
prior to the agent’s retirement. 

Agents on the regular renewal basis 
are paid 12% second year, 8% third 
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strength of fresh enthusiasm. 


We salute as well the four 


Mr. W. R. Jenkins, 
National Life. 


States Life. 
Accident. 
of New York. 
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COMMONWEALTH 


Commentary 


We extend our congratulations to the membership of the 
LIAMA on the election of Dudley Dowell, Vice Presi- 


In these times of transition when forceful 
leadership is vital, a forceful leader has been chosen. 
One of the most vigorous and capable agency officers in 
the life insurance business, Mr. Dowell brings to his new 
office a wealth of solid experience compounded with the 


elected to three year terms as members of the Board: 
Vice-President, 


Mr. R. E. Murphy, Vice-President, California Western 
Mr. Sam E. .Miles, Vice-President, Provident Life 
Mr. William P. Worthington, Vice-President, Home Life 


The future of the Association rests secure in capable 


Insurance in Force, October 1 — $344,446,586 


COMMONWEALTH 


LIFE INSURANCE COMPANY 
MORTON BOYD, President 
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year, 5% the next three years and 4% 
the next four years. Persistency allow- 
ance is 2%. For those on the “C” basis 
renewals are 12% second year and 8% 
the third, none thereafter, and no per- 
sistency allowance or pension benefits. 

Which renewal scale the agent will 
get depends on his record for the pre- 
vious 12 months. To get the bonus 
schedule he must pay for 12 lives on 
life insurance plans per year, earn $1,200 
in first-year commissions, and have an 
average size policy of $3,000 or more. 
To qualify for the regular scale he must 
pay for eight lives a year and earn $800 
in first-year commissions. 


PENSION BASIS . 








Formula for the pension plan, which 
is noncontributory, is based on the 
agent’s actual earnings, in the year of 
his retirement, on business over three 
years old. This income is paid him the 
rest of his life. Should he die within 10 
years after retirement any renewals due 
him will be paid to his estate or ben- 
eficiary. 

Pan-American’s figures show that an 
agent producing $250,000 each year of 
ordinary business with an average pre- 
mium of $35 per $1,000 and normal 
terminations would qualify for a pension 
at 65, if he started at age 25, of $6,248 a 
year if on the bonus basis and $4,663 if 
on the regular basis. For a starting age 
of 35 the figures would be $5,170 and 
$3,945. For starting age 45 the figures 
would be $3,853 and $3,063. For a lower 
production the figures would be corre- 
spondingly less. 


Pays Excess Over Guarantee 


There is a $500 a month top on the 
fixed lifetime pension but if in the year 
of retirement an agent’s renewal earn- 
ings and persistency allowances on busi- 
ness more than three years old exceed 
$500 a month they will be paid as 
earned until they drop below $6,000 a 
year, after which the $500 a month 
figure will be paid. 

In addition to pensions based on busi- 
ness more than three years old the 
company will continue to pay commis- 
sions and persistency allowances, as 
earned, on policies in their first, second 
and third years and if the agent should 
die without receiving all of these due 
him the remainder will be paid to his 
heirs or estate. 

The agent may augment his non-con- 
tributory pension by having the com- 
pany deduct up to 5% of his compensa- 
tion subject to a maximum of $1,200 a 
year, to be held at 244% compound in- 
terest to purchase a life annuity at net 
rates. 


Retirement Age Is 65 


Normal retirement age is 65, provided 
the agent has at least 15 years of serv- 
ice credit. Optional retirement will be 
permitted at 60 after 25 years of cred- 
ited service. An agent reaching 65 with 
less than 15 years of service may retire 
at the end of 15 years’ service or, re- 
gardless of length of service, at 70. 

The group life benefit is equal to the 
agent’s earnings in the previous calen- 
dar year, subject to a top of $5,000, plus 
commissions, but not persistency allow- 
ances, which he would have earned on 
business in force at the date of his 
death. 

If disabled the agent will continue to 
get his renewal commissions and per- 
sistency allowances. Should he become 
eligible for retirement while disabled he 
will receive an amount determined by 
the retirement provisions of his con- 
tract. If he dies while disabled the 
company will pay the amount of group 
life in effect when he became disabled 
and any balance of commissions, but not 
persistency allowances, on premiums it 
collects after his death. 

The general agent’s contract is geared 
to recognize the value of business with 
an average or better, policy size, low 
collection frequency, and average, or 
better, persistency. The general agent’s 
first year overriding is equal to 30% of 
the commissions on his personal busi- 
ness and that written by agents, brokers 





and surplus writers. This is increageg] 
to 50% on business written by subopg. 
nate agents qualifying for the 

schedule. He gets a renewal overri¢; 
equal to 50% of the commissions pgq 


on all renewals and 50% of all pergig§ 


ency allowances, except that no oye, 
riding is paid on persistency allowanog 
on the general agent’s personal busines 
Death, disability, and retirement ben. 
efits are based on a formula subgtgy. 
tially similar to that used for agents, 
Forfeitures will no longer revert 
the general agent, since this was on the 
theory that they would compensate him 
for financing losses. Under the ney 
contract the general agent’s compeng. 
tion is enhanced by larger Overriding 
commissions the second and third year 
continuous overriding on busines; 
throughout its premium paying perio( 
regardless of whether the agent cop. 
tinues with the company all that time, 
and the company’s participating in 4, 





nancing losses, It is anticipated thai 


these will more than offset the abseng¢ 
of forfeitures for the general agent whd 
does an average selection and training 
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Pan-American is prepared to assume ' 
75% financing losses during the agents and al 
first three months, 50% during the bal. pera 
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TO RESTRAIN HIS ENTHUSI- Dall 
ASM AND MUST BURST IN as 
UPON ME EVERY NOW AND - 
THEN WITH A_ REPORT = 
FROM ONE OF HIS SUPER- oe 
VISED STUDY ENROLL. al 
MENTS. f Ol 
12 ye 
S. R. HELLER, Manager at Nor- been 
folk for the National Life of Ver- ness § 
mont, fell under the spell of Ed’s Wa 
honest and sound supervision, and 
completing the Tax & Business In- ler, fe 
surance Course, writes: ager 
“As I near the completion of Amer: 
your very excellent course, I has b 
just wanted you to know how sociat 
eenly have enjoyed the t 
work. I received the second agen 
batch of papers Saturday will c 
morning with your very hu- in th 
man notations and comments. troleu 
I have done the things you 
stipulated and the — 
pacner tet as ‘eoeare Peo Stat 
that I appreciate very much 
having had the opportunity Tic 
to have this course, and 
sincerely think it has been Tw 
handled in a very human and 
intelligent manner.” both 
arran; 
PE Amer 
Hotel 
IF WE COULD ADD A Both 
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fering to the new compensation plan 
there will be a retroactive persistency 
gilowance of 2% on their personal busi- 
ness and 1% on all other business pro- 
duced under his administration. Also, 
for veteran general agents with the com- 
any less than 10 years the company 
will pay these allowances when the 
business reaches the 11th year. 

As to retirement of veteran general 
agents shifting to the new contract, the 
company will include all premium pay- 
ing business of the agency produced un- 
der their administration, irrespective of 
Nsate hing when written, to apply to the pension 

the ney§ formula. A veteran general agent, with 
SOMpeng:.§ five years’ service at date of transfer, can 
overriding qualify for a pension in 10 years from 
lird years} that date if he is then 65, 
1S ines ‘ ‘ 
ig peti! Prudential to Quit 
‘hat time 

e, 
ig in | Mortgage Group 
ated ¢ at 
> absence J 
cat Sales Jan. 1 
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Prudential will discontinue the writ- 
ing of mortgage loan group coverage 


> assumel ond after Jan. 1 will take no new en-| 


© agents trants under its own group policy cov- 
the bal. ering those with Prudential mortgages. 
o in the About a year ago Prudential began writ- 
ing the coverage for its own mortgage 
it trans borrowers and for other mortgage lend- 
ing institutions. 

I making the announcement at the 
recent ordinary agencies conference in 
Houston, President C. M. Shanks said 
that the coverage had not demonstrated 
that in all cases it would attract a suf- 
ficiently high percentage of those eligi- 
ble to make it possible to avoid adverse 
sélection. Also, as respects Prudential’s 
own group mortgage policy, he said that 
the new edition of the ordinary policy 
forms contains riders and policies that 
provide satisfactory mortgage loan pro- 
tection at a cost very little higher than 
the group premiums and these are avail- 
able to the public generally. 

Prudential’s withdrawal from this 
field will remove one of the ‘mass cov- 
erage” extensions to which the National 
Assn. of Life Underwriters has objected. 








iD Duncan Pan-American’'s 
I. Dallas General Agent 


D Leslie J. Duncan has been designated 
general agent for Pan-American in Dal- 
R. las Mr. Duncan 
L. has been Penn Mu- 


tual general agent 
at Oklahoma City 
12 years and has 





r. been in the busi- : “ ! 
‘ ness 24 years, ¢  t Fee 
d Walter P. Cris- 

\ ler, formerly man- "ye 


ager for the Pan- 
American in Dallas, 
has been made as- 
sociate general 
agent. The agency 
will continue to be 
in the Tower Pe- L. & Duncan 
troleum building. 





Statistical Meet to Have 
TwWo Insurance Sessions 


Two sessions on insurance statistics, 
both scheduled for Dec. 30, have been 


Campbell of Metropolitan Life will dis- Woll Sees $50 Million Loss visory committee concerning employes’ 
cuss “Problems with Sampling Pro- 


cedures for Reserve Valuations,” 
Cody, assistant actuary of Equitable So- WASHINGTON — Matthew Woll, the assumption of a 30% tax rate ap- 
ciety, will deal with “Sampling Errors AFL vice-president and president of Plied to present employe contributions 
in Life Insurance Mortality and Other Union Labor Life. submitted a supple- °f $170 million annually. 

Statistics,” and Dr. T. N. E, Greville mental statement to the House ways 
of the national office of vital statistics and means committee this week, in 
will describe “Recent Developments in which he estimated revenue law amend- 


Graduation and Interpolation.” 














‘ . pe pension plan provisions would result in 
p. in Revenue in Magill Plan loss of $50 million reveiue annually, on 


















The only reference work fully covering 
. An companies, contracts and the figures is the 
ments recommeided by the Magill ad- Unique Manual-Digest. 


















arranged for the annual meeting of the 
American Statistical Assn. to be held at | 
Hotel Commodore, New York City. | 
Both sessions are open to the public. | 
The first will be conducted by J. B.| 
Maclean, retired vice-president and ac- 
tuary of Mutual Life. F. J. McDiarmid, 
2nd vice-president of Lincoln National 
Life, will speak on “Life Insurance In- 
vestments and the Capital Markets.” 

E. A. Lew, assistant actuary Metro- 
Politan Life, will speak on “Mortality 
Statistics for Life Insurance Underwrit- 
ing” and M. D. Miller, assistant actuary 
of Equitable Society, has the topic “Sta- 
tistical Problems in the New Fields of 
E Insurance.” 

y ‘ Presiding over the second session will 





be R. J. Myers, actuarial consultant of 
the social security administration. G. C. 
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There’s just one GORDON GRANT 


NOTE 

If you would like a State Mutual 
Gordon Grant Calendar, get in 
touch with your State Mutual 
General Agent or write direct to 
the Home Office. As long as the 
supply lasts, we'll gladly handle 
such requests. We believe in shar- 
ing the good things of life. 
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Calendars come and go and of making them there is no end. 
But,— there’s just ONE Gordon Grant. Again in 1948, State Mutual 
presents a calendar of marine water colors by Gordon Grant ... an 
“exclusive” by State Mutual. 

A “name” artist, all water colors, all marine scenes, State Mutual 
considers its Gordon Grant calendar a definite sales promotion asset. 
Another instance of an old Company keeping young . . . further 
evidence that in the field of prestige-building as well as in others, 


STATE MUTUAL IS DOING THINGS. 


STATE MUTWAL LIFE 
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9 nacers Hoar Talks 
on Recruiting, Training 





A great many officials in home offices 
have no conception of what is needed in 
the training of salesmen in the field, 
Harold J. Cummings, president of Min- 
nesota Mutual Life, declared in his 
remarks opening the general agents and 
managers conference held at Peoria dur- 
ing the state conference and sales con- 
gress. 

Mr. Cummings, a dynamic executive 
who spent many years as an agency de- 
partment official for his company, is 
rather pungent in his opinion of prov- 
incially-minded executives who never 
carried a rate book and who doubt that 
anything of consequence exists outside 
their own territories. 


Controlled economy is based on sta- 
bility, N. Eric Bell, Illinois director of 
the State Farm companies, declared in 
a talk. Business in general, he said, 
can produce a boom, but it hasn’t solved 
how to guarantee stability. The key 
does not consist of resolution to force 








prices down—but the consumer holds 
the key. 

Mr. Bell discussed the usual type of 
two-line finance, consisting of income 
and its expenditure, with the problems 
of installment purchasing, capacity buy- 
ing and expanding investment. The 
products of such a system, he said, 
ocassionally are reckless spending, in- 
flation, labor troubles, uneasiness and 
jitters; constant juggling to stay in bal- 
ance, and sometimes inability to main- 
tain balance, and commitments against 
income, 

Boom and bust are the natural prod- 
ucts of this system, Mr. Bell declared. 
The whole process builds up and then 
explodes. Will more money retard the 
process?, he asked. Uncle Sam’s sy- 
phoning off of spendable income helps 
but life insurance syphoning is more 
direct. Too many syphons create a huge 
pool. Inflation is accelerated by gov- 
ernment syphoning and spending. “Is 
the problem how to dispose of income 





Every Surety Agent 


—Bank Insurance Man 


Will Want These Books! 











BANK FRAUDS is the first and only com- 
plete study of its kind, written by 
LESTER A. PRATT, Certified Puplic Ac- 
countant, an expert on fraud examina- 
tion well known to insurance men, 
bankers and government supervisory 
agencies who call upon him regularly. 
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Bank Frauds 


— Their Detection and Prevention 
By LESTER A. PRATT, CPA 


Neer field agents — bank insurance men — cer- 
tainly bankers will want to keep this new and 
unique book close at hand. It analyzes, department- 
by-department, the various types of frauds committed 
in banks; shows how to spot them, how to stop them. 
In most instances these analyses apply with equal 
force to any business where employees have enough 
financial responsibility to be bonded. 


He bases his work on first-hand investi- 
gations of thousands of actual bank em- 
bezzlements; boils them down to 210 
principal methods. A comprehensive 
analysis of some 1100 individual fraud 
case is contained in a separate appendix. 


Practical Features 


Special chapters give you additional 
help such as—how to determine safe 
Blanket or Fidelity Bond Coverage 
— Preparation of Claims Against 
Surety—legal phrases used in defin- 
ing Dishonest, Fraudulent or Crim- 
inal Acts — The Accountant as an 
Expert Witness — Fraud Control 
Policies—and others. Rates higher 
in reader-interest than any “who- 
dun-it.”. Many charts and _illustra- 
tions. 15-page index. 250 pages. $4. 


THE RONALD PRESS COMPANY 
15 E. 26th St., New York 10 
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in minimum time?” he asked. “We don’t 
have to boom and bust.. The United 
States is trying to do for us what we 
alone can do. Stable earnings are a 
product of conservative living and we 
learn that slowly.” 

Mr. Bell presented the benefits of 
“third line finaning,” which consists of 
income, shock absorber and expendi- 
tures. The shock absorber may consist 
of cash or money in bank, bonds, life 
insurance reserves, savings for a home, 
or initial investment. 

“Somebody is always trying to syphon 
off our earnings,” Mr. Bell commented, 
“but we are entitled to keep some of 
them. Third line finance stabilizes, re- 
moves the jitters and fear, puts confi- 
dence in the system of economy. Main- 
tenance of the fund requires conserva- 
tive spending and serves as a governor 
for the engine. We can spend all of our 
income today, but then what of tomor- 
row? Conservative spending will not 
offset lack of production. Stabilized 
economy is a proper balance between 
income and expenditure, backed up by 
the normal effort to produce that which 
is needed, 

“Life insurance is on the beam. It 
is the only business which is spending 
its entire time in keeping folks sound 
financially. It is the greatest adversary 
of Communism. Life insurance is the 
world’s greatest example of the ideal 
third line finance: (1) It either pays the 
family for me; (2) payments cease if I 
die; (3) sets up its own reserves; (4) 
has proved safe; (5) by guaranteeing 
income in old age it lets me spend in 
my youth.” 

James M. Clark, general agent of 
John Hancock in Peoria, presided at 
the agency heads’ session. 


Tells Manager’s Responsibility 


The final speaker was W. E. North, 
manager of New York Life in ‘Chicago, 
who talked on “A Manager’s Responsi- 
bility to the Field.’ Mr. North’s terri- 
tory includes the 17 northern counties 
so he is faced with rural as well as ur- 
ban business. 

In agency building, he said, first there 
is the “debate” step which consists of 
four phases: (1) Weighing pros and 
cons of volume potential in the terri- 
tory, which requires a study of commu- 
nities, their population, income and re- 
sources; (2) it is necessary to determine 
the greater potential of every established 
producer and place each in one of three 
groups: (a) Those capable of much 
greater production; (2) those whose 
production can be increased somewhat; 
(3) those who have reached their pro- 
duction “ceiling.” 

Third in the steps of agency build- 
ing is to determine the volume differ- 
ence between the potential in the terri- 
tory and the ultimate production after 
fully developing the present organiza- 
tion. Fourth is to debate thoroughly 
where most profitably to launch the 
agency building program, with time and 
expense factors in mind. 


Other Factors in Program 


Mr. North said the manager must de- 
cide on the “highest” and “lowest” re- 
cruiting priority areas. New York Life’s 
program, he said, calls for each agent to 
produce some business each month. 

New York Life’s training program 
consists mainly of individual and small 
group conferences, he said. Personal 
training is deemed most effective. 

Mr. North dealt in considerable de- 
tail on methods by which his branch 
was built up. He said results were il- 
luminating, starting with $2,649,000 in 
1942, and subsequently being: 1943, $3,- 
163,698; 1944, $3,815,838; 1945, $4,360,- 
732; 1946, $6,904200; 1947, to date of 
delivering the address, $7,168,534. 

Mr. North said his agency is inter- 
ested only in full time career men. 
Those are selected who it is believed 
will write quality business. The lapse 
ratio has dropped from 120% of the 
company’s average in 1942 to 86% in 
1947. The company prospects on a mass 
basis, it was said, but recruits on a selec- 
tive basis. 
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Hemenway Again 


Vt. Commissioner 


MONTPELIER—Donald A. Hep. 
enway is the new Vermont commis. 
sioner of banking and insurance, }, 
held the same office from 1937 to 194) 
For the past several years he has beey 
assistant manager of the casualty an 
bond department of Travelers at Map. 
chester, N. H. As commissioner he ¢&, 
places Charles E. Burns, who become 
manager of a hospital at Burlington, jy 

Mr, Hemenway graduated at Unive. 
sity of Vermont in 1928. He was cop. 
nected with the Hickok & Boardmay 
agency at Burlington, and later Was 
special agent for Maryland Casualty 
He has retained his residence at Shel. 
don, Vt. 





Olson Insurance Committee 
Head of Illinois C. of C, 


Raymond Olson, president of Muttal 
Trust Late has 
been named chair- 
man of the insur- 
ance committee of 
Illinois State 
Chamber of Com- 
merce. 

CL. Movs ss: 
secretary and gen- 
eral counsel of IIli- 
nois National Cas- 
ualty, is appointed 
chairman of the 
legislative commit- 
tee. 

Mr. Morris is al 
so a director of tk 
chamber of commerce. Other insurance 
men who are directors include Waldo B, 
Ames of Moore, Case, Lyman & Hub- 
bard, Chicago, and Rollin M. Clark, 
first vice-president of Continental Cas- 
ualty and Continental Assurance. 





Raymond Olson 





Downey Scores Disability 
Companies on Recruiting 
LOS ANGELES—Disability ‘compa- 


nies are doing a poor job of recruiting 
and the California department is con- 
sidering withdrawal of certificates of 
convenience from about 25 of these 
companies because they are not obeying 
the statutes in respect to such _ issu- 
ance, Commissioner Downey told rep- 
resentatives of all branches of the busi- 
ness at a conference on license examina- 
tions. Mr. Downey said that holders 
of the temporary certificates showed the 
highest percentage of failure in the ex- 
aminations, and are not studying. 

The commissioner was in accord with 
some of the suggestions offered, but 
said others would require more study. 
Raymond H. Belknap, agency secretary 
of Occidental Life of California, sug- 
gested that an advisory committee be 
created without official status to advise 
on examinations and courses of study 
that will be required after Jan. 1 by the 
new code. Mr. Downey declared him- 
self receptive to the idea in regard to 
courses of study, but said he wanted to 
think over the suggestion as it applies to 
examinations. 


Advanced by L. O. M. A. 


NEW YORK — Life Office Manage 
ment Assn. has appointed R. Werner 
Lederer associate educational directot. 
He is a graduate of Rutgers University, 
where he was a Phi Beta Kappa. After 
eight years with Mutual Life, he joined 
L.O.M.A. in 1940, becoming assistant 
secretary in 1941. During the war he 
was in the navy for 28 months, serving 
in classification and personnel, 





Hurley Assistant. at Flint 


Ernest Hurley has been named assist- 
ant manager of Equitable Society at 
Flint, Mich. M. J. Beckers is agency 
manager. Mr. Hurley has been asso- 
ciated with the agency since 1941 and 
has been field assistant since June. 
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U. of Ill. Director 
Gives Views on 


i: {Jnsurance Training 


Active cooperation of Illinois agency 
heads was asked for by Dr. Robert 
Mehr, the new director of the insurance 


}F department in the commerce college at 


University of Illinois, in testing students 
for interest and aptitude in life insur- 
ance selling, and making them enthusias- 
tic about the profession and its possi- 
The educator ex- 
pounded his theories on insurance edu- 
cation at the banquet held in Peoria 
winding up the midyear meeting of the 
Illinois Assn. of Life Underwriters. 

Dr. Mehr especially desires to bridge 
the gap between classroom and the fleld, 
and proposed that agency and perhaps 
company leaders provide interest and 
aptitude tests for students finishing their 
sophomore year in the insurance course, 
and also serve as advisers and sponsors 
to them in their junior year. 

He suggested that agency heads invite 
the students to agency meetings so they 
could be in the atmosphere of life insur- 
ance selling; invite them to lunch and 
show them successful agents. Then, he 
proposed, the managers and general 


see if they could sell. 


Forming Insurance Society 


ciety is being formed at U. of I. whose 
purpose is to bring back to college pe- 
riodically those who have graduated or 
studied there in order to have a get-to- 
gether of those who are studying insur- 
ance and those who are practicing it. 
He discussed the five-fold purpose of 
the college in building up this course, 
which is and will be far more elaborate 
and thoroughly developed than in the 
past. 
The first aim is to provide insurance 
education to the mass of the students in 
the college of commerce who will be 
insurance buyers in future. “That func- 
tion alone,” he said, “justifies the course, 
for if that is all we do it will be suffi- 
cient.” But it also is the purpose to 
train career life agents. They will have 
a good background in liberal arts and 
sciences; the fundamentals of business 
practices, accounting, economics, statis- 
tics, and problems in business manage- 
ment, and then they will be taught at 
least six points about life insurance: 
(1) the economics of the risk; (2) some- 
thing about the insurance industry, of 
the TNEC investigation and the spirit 
of animosity which, he said, it seemed 
to exhibit; also about the Armstrong 
investigation and how the industry cor- 
rected its mistakes; how insurance is 
regulated and taxed; whether taxation 
is fair or is a discrimination against sav- 
ings; social importance of life insur- 
ance, showing how it encourages thrift, 
makes the policyholders’ funds available 
for investment in basic industries and 
public utilities, government, etc. 
(3) Considerable information 
the makeup of life companies, what 
makes them go, responsibilities of the 
underwriting, investment, legal and 
agency departments; explanation that 
there is no one best company, that there 
is nothing inherent in the 


product. 
dents four types of markets for life in- 


about the cost of dying—and of living; 
(2) the investment market, 
that high taxes and low interest rate 
make necesary the use of life insurance 
for investment; (3) the business market, 
keyman, stock and partnership liquida- 
tion, credit insurance, pension coverage; 
(4) estate protection, the fact that life 


insurance is a “pay-as-you-go estate 
plan”, 
The other four objectives in the 


courses, Dr. Mehr said, are (1) to train 
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‘career insurance people; 





stock or | 
mutual idea of organization which makes | 
either better than the other; (4) school- | 
ing in knowing the market; (5) also the | 


the fact | 


agents might try these students out to | 


Dr. Mehr said an Illini Insurance So- | 





about | 


Dr. Mehr proposes to teach the stu- | 


surance: (1) Family uses, something | 





(2) to train 
graduates interested in entering the 
business or insurance research;; (3) to 
bring insurance education to all the 
people of the state who want it through 
the extension division; (4) to make re- 
search studies similar to those which 
are being made by other branches in the 
university; and to have every spring at 
the university a conference with life 
managers of the state to discuss prob- 
lems, techniques, etc. 

Earl Schwemm, Illinois associa- 
tion president and manager at Chicago 
for Great-West, presided. Insurance 


the message to the individual buyer. He 
feels insurance would suffer greatly if 
it should get away from the old prin- 
ciples. : 

James Ross of the department and 
Harold J. Cummings, president Min- 
nesota Mutual, Jul B. Baumann, 
N.A.L.U. president and Phil Hobbs, 
agency manager Equitable Society, Chi- 
cago, and immediate past president 
N.A.L.U., were guests. 


Director Parkinson gave a brief talk. 
He stressed that if an organization de- 
sires to be powerful and speak with au- 
thority before the legislature it must 
have large membership, for that fact is 
conclusive in the minds of legislators. 
He noted that the Illinois association’s 
voice in the last legislature was effective 
and was recognized by the solons. 

“Tt is highly important that the indivi- 
dual agent be a permanent part of the 
insurance business,” he said. Mr. Park- 
inson touched on mass selling of insur- 
ance, saying it gets away from the basic 
idea of the individual salesman carrying 





Write more accident business by sub- 
seribing to The Accident & Health Re- 
view, $2 a year, 175 W. Jackson Blvd., 
Chicago. 





Problem: 


Every Field Representative has his own personal “‘public 
relations”’ problem—to establish and maintain his rep- 
utation as a professional life Underwriter. And we are 
anxious to help our Representatives solve their problem... 
to help them achieve prestige for themselves . . . to assist 


them in keeping in touch with their clients and friends. ‘ 
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One way we have found to help our Field men 
help themselves is Points, the lively little 
monthly produced in the Home Office for the 
Underwriter’s own mailing list. Points goes 





to each prospect as a personal message from 
the Underwriter himself. His picture, name, 
address and telephone number appear on 
the front cover. Inside there is fast-reading 
copy on a variety of subjects, with a punch 


story on a current life insurance topic, such 














as the value of a college education—the se- 
curity in a planned life insurance program— 


the cost of living in relation to life insurance. 


Points does a good job for our Field 
Underwriters. Its circulation has doubled 
in the last three years and now it reaches 
over 100,000 readers each month, 
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Fixing the Problem Biggest 
Part of Business Cover Sale 


CINCINNATI—The important thing 
in selling business insurance is to under- 
stand the problems the business man 
has, Lee B. Scheuer, general agent of 
State Mutual, told the Cincinnati C.L.U. 
chapter. “I don’t think you are inter- 
ested in my opinions, what you are in- 
terested in is facts,” he tells his pros- 
pects, and carries clippings and facts to 
back up his assertion. Mr. Scheuer also 
said that he is not interested in what the 
prospect thinks will happen to his busi- 
ness in the event of his death, but what 
will happen as demonstrated many times 
before under similar conditions. 

Mr. Scheuer asks the prospect what 
his plans are for his business and 
whether he has a problem. When he 
realizes he doesn’t have a plan, the agent 
can then get down to a discussion of 
what the prospect wants to do. For ex- 
ample, he may want his son to come 
into the business. 

He warned agents not to go hog wild 
on deferred compensation plans. They 
may stir up a lot of trouble. 

It isn’t necessary for the agent to 
know all of the answers. Every com- 


- 


pany has a legal department and if the 
agent does not know the answers, he 
can tell the prospects he would like to 
check up on several angles he does not 
understand. 

The agent selling business insurance 
must have an understanding of both the 
philosophy and mechanics of business. 
Problem fixing is the most important 
part of a sale. Mechanics deals with an 
adequate agreement covering various 
points, the primary points being valua- 
tion, who is to apply, who is beneficiary, 
who is to pay premiums, whether a trus- 
tee is to be employed. The philosophy 
is of primary importance, for without it 
the prospect cannot be interested. It 
requires an understanding of economic, 
social and political trends which cannot 
be obtained entirely by reading and by 
discussion with business men. He read 
excerpts of an article he had written on 
the subject for Diamond Life Bulletins 
service. 

Formerly, he said, the problem of 
stock ownership was the siphoning off, 
of earnings in the form of dividends to 
provide income. The problem is now 


GROUP INSURANCE 


Grove INSURANCE? Yes, indeed, we write it! 


Group Life sales of $130,609,000 the first 10 months 
of 1947 brought Occidental’s Group in-force to nearly 
$600,000,000 with Group Disability premiums of 
nearly $6,000,000 on November 1. 


Group service? Yes, indeed, we give it! —through 23 
strategically located Occidental Group offices staffed 
by salaried professional Group experts. 


Specialized Group Underwriting? Yes, indeed, we 
feature 1t! Occidental’s tailor-made plans salvage many 
a case for the underwriter secking unusual coverages 
for his clients, resulting in such new advances in Group 
protection as the now-famous Bristol-Myers plan. * 


Continuous Group renewals? Yes, indeed, we pay 
them—to the writing agent as long as he remains the 


agent of record. 


Group brokerage? Yes, indeed, we offer it to those 
whose companies do not provide Group facilities. 


OCCIDENTAL LIFE Insurance Company 


Ue Cilifornia %* V. H. JENKINS, Senior Vice-President 


“We pay lifetime renewals-they last as long as you do” 








one of centralizing control and furnish- 
ing capital. 

The agent’s problem is to establish 
sufficient prestige so that the business 
man will discuss his problem. Mr. 
Scheuer tells the prospect he does not 
want to talk about life insurance, but to 
discuss his problem. He said he does 
not come back unless requested to do so. 
He doesn’t let people, terminate the in- 





LEE B. 


SCHEUER 


terview, and refuses to. be “demoted” by 
the prospect. 

Mr. Scheuer carries his material in a 
good-looking calf-skin binder. When a 
man sees something in print, he said, he 
places more credence in it than he does 
when it is told to him and Mr. Scheuer 
reads sections from his material to the 
prospect. 

R. D. Jervis, manager of Travelers, 
the president, announced that the an- 
nual open meeting sponsored by the 
chapter would be held Jan. 22 with Hol- 
gar Johnson, president of Institute of 
Life Insurance, as the speaker. The 
C.L.U. study course has an enrollment 
of 82, he said, in complimenting the 
work of W. I. Yeagers, Mutual Life, 
educational chairman. 


“Flu” Shots for Employes 


As part of an overall program de- 
signed to safeguard the health of its 
employes, Prudential is in the process 
of giving free anti-influenza shots to 
thousands of its home office staff. A new 
and improved type of vaccine, which 
produces a very mild reaction, if any, 
is being used. While vaccinations are 
being given on a strictly voluntary 
basis, more than half of Prudential’s 
10,000 employes want the shots. In- 
oculation against influenza was first 
given by the company last year when 
public health authorities feared a flu 
epidemic. 


Equitable Rally at Wausau 


Lee Wandling, Milwaukee, Wisconsin 
manager of Equitable Society and EIl- 
vern Greenwood, agency instructor, ad- 
dressed a district meeting at Wausau, 
Wis., of agents in 21 counties under E. 
F. Kleinheinz of Marshfield. Emphasis 
was placed on the changes in policies 
under the CSO table and rate revisions 
which have been put into effect. 


Budinger Agency's Record 


The Chicago division of Franklin Life, 
under F. J. Budinger, sold 289 policies 
for a total of $1,306,702 in six weeks 
to honor President Charles E. Becker 
during the birthday campaign in his 
honor. Of this amount 205 sales for 
$971,370 were made during November. 
Leading salesman was Harry J. Doyle 
for a total of $137,250. Second was 
Robert J. Murphy, $119,250; third John 
O’Doherty with $117,500 and fourth 
John E. Duffy with $108,500. Over 


———=. | = 


designed by Mr. Becker. The Volumg 
of the Chicago division for the’ 1 
months is 15% ahead. 


Flint Office Opened 


Union Central Life has opened , 
Flint, Mich., office, operating under Ay. 
thur P. Shugg, Detroit general agent, 
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William B. Strong has been named djs foureau o! 


trict manager there. 
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Pacific Mutual Sets Record 
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Increases Chicago Space [ics 1 

Bankers Life of Nebraska will increaggmade CO! 






its Chicago office space at 208 South 
La Salle street, adding over 900 square 
feet. This will give Manager H, R 
English sufficient space to take care of 
the new agents he is securing, 













Reviews Mortgage Situation - 


J. Truman Strong, Detroit, Massachy. 
setts Mutual Life, spoke at a luncheon 
meeting of the brokers division, Detroit 
Real Estate Board, on the mortgage 
situation. 





Group for Tex. State Workers 


AUSTIN — Texas Public Employes 
Assn. has arranged group _ insuranee 
with Republic National Life. There ate 
6,500 immediately eligible employes, but 
the entire 18,000 state employes are 
eligible if they become members of the 
association. 





The Des Moines “Register & Trib 
une” printed its annual special 48 page 
tabloid insurance edition with both is 
sues of the morning and evening papers, 








75% of the sales were made on con- 
tracts that are exclusive Franklin plans 





Assuring More Than 
ONE BILLION 
DOLLARS 


OF 
FINANCIAL 
SECURITY 


Serving Policyholders 
from Coast to Coast 


BANKERS Life COMPANY 


OS MOINES 


Established 1879 
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reasury Said to 
Want Curb on 


peng [Deferred Pay Plans 


WASHINGTON — Internal revenue 
bureau Officials are said to be disturbed 
wer the amount of money that will 
wvoid income taxation through the use 
of deferred compensation plans. Many 
of these plans have been written with a 
provision for being funded by life in- 
surance, although most of the largest 
corporations using deferred compensa- 
fon plans do not make use of in- 
surance. ; : 

Danger of an unfriendly attitude from 
the revenue bureau has been recognized 
fom the start with deferred compensa- 
tion, but it has been believed by some 
authorities, though strongly doubted by 
others, that if the compensation were 
made contingent upon the employe’s do- 
ing certain things and refraining from 
doing others, the entire present value 
of the future installments would not be 
regarded as income, but would only be 
includible as actually received. 


Possible Avenues of Attack 


The bureau officials have not indi- 
cated just how they propose to attack 
the matter, but it is possible that they 
would take the stand that the money is 
constructively received by the employe 
when he acquires a vested right to it at 
the time of retirement and the income 
commences. This is what the doubting 
TS Thomases among the life insurance peo- 
nployes | ple fear, as the overhanging threat 
surance | Would destroy much of the incentive for 
ere are | the purchase of insurance as part of de- 
es, but | ferred compensation plans. : 

es ae} Another course might be to disallow 
of the | Payments as an ordinary and necessary 
business expense of the corporation, at- 
tacking the payments as being out of 
proportion of the value of the nominal 
services rendered by the retired em- 
ploye. Deferred compensation plans, 
whether funded by insurance or not, are 
not based on current deduction of pay- 
ments but they do contemplate deduc- 
tion as the income is paid in the future. 
The elusive nature of the problem is 
apparent when it is considered that since 
income is supposed to be taxable as it is 
earned, this deferred compensation 
should be currently taxable, if the right 
to it is vested, even though it is not pay- 
able until years later. Its current non- 
taxability, however, rests on the propo- 
sition that it is not earned until the em- 
ploye lives to receive it and also com- 
pletes the performance of his part of the 
bargain, usually consisting of not going 
to work for a competitor, of attending 
occasional conferences, and holding him- 
self in readiness to serve in an advisory 
capacity if needed. Since these are a 
, prerequisite to the right to the deferred 
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compensation, the latter is not com- 
pletely earned until these requirements 
are met, 


Could'Probably Find a Way 


However, if the bureau decides that 
these prerequisites to receipt of the de- 
ferred compensation are merely tossed 
in for the purpose of obtaining what it 
regards as an unreasonable tax advan- 
tage it seems quite likely that the bu- 
reau officials will find some way to draft 
a regulation that will wipe out the tax 
advantage. 

The idea of taxing the commuted 
value of a future income in the year in 
which the right to receive the future 
income becomes yested is apparently 
quite strong with the internal revenue 
bureau. This, of course, works a tre- 
mendous hardship on the recipient: The 
bureau even contends that an employer 
who pensions an employe by buying him 
an annuity outright is in effect paying 
im the entire annuity consideration and 
the employe must pay tax on this 
amount, 





Walter Tebbetts, vice-president New 
England Mutual Life, observed his 25th 
anniversary with the company Dec. 1. 
He entered the life insurance business 
in 1911 with Mutual Benefit Life. 
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Companies Going on CSO 
Basis Jan. 1 Are Listed 


Listed below are companies which 
have announced that they will shift to 
the CSO basis Jan. 1, 1948. This list 
supplements companies listed in the 
Nov. 21 issue as having already gone 
over to the CSO table. 

The following have announced that 
they will switch to the CSO table with 
214% interest on Jan. 1: Bankers of 
Nebraska; Beneficial Standard; Boston 
Mutual; Church Life; Coastal States 
Life; Cooperators; Eastern; Express- 
men’s Mutual; Federal Life & Casualty; 
Federal Life of Illinois; Fidelity Mu- 
tual; Fidelity National; Great North- 
ern; Guardian of N. Y.; Knights Life; 
Lincoln National; Manhattan; Mutual 
Service; National Reserve; New York 
savings banks; Pan-American; Presby- 
terian Ministers; Provident Life of 
North Dakota; Reliance Mutual; Rock- 
ford Life; Shenandoah; State Mutual of 
Massachusetts; Sterling of Illinois; Sun 
of Canada, participating business. 

CSO 3%: American Reserve; Atlas; 
Commonwealth; First National of Ariz- 
ona; Interstate L. & A.; Liberty; Lib- 
erty National; Life of Georgia; Lincoln 
Liberty; Michigan Life; Missouri; Mon- 


umental; National Fidelity; Northern of 
Canada; Palo Duro; Postal L. & C.; 
State National; Franklin; Life & Casu- 
alty; Sun of Canada, nonparticipating 
business. 

CSO 2%%: Old Line Life (Dec. 1); 
Penn Mutual (Dec. 1); Phoenix Mutual; 
Provident Mutual. 

CSO 234%: Colonial; Conservative. 

Girard Life will go to CSO 2%% but 
has not set an effective date for the 
change. 

Independent Life of Maryland will 
go to CSO 2%% Jan. 1, 1949. 

Security Life & Trust of North Caro- 
lina will go to CSO 3% April 1, 1948. 

In most states where the Guertin basis 
is being made compulsory the effective 
date is Jan. 1, 1948. Exceptions to 
this, with their effective dates, are Mary- 
land, Apr. 30, 1948 (commissioner may 
extend to not later than Jan. 1, 1950 in 
the case of particular companies); Neb- 
raska, Jan. 1, 1950; New Mexico, Jan. 
1, 1950; North Carolina, Jan. 1, 1950; 
Virginia, Apr. 1, 1948; Washington, 
July 1, 1948. 





Seek SS Shift to D. C. Area 


WASHINGTON—As a first step to- 
ward transfer to the Washington area 
of the social security administration old- 
age and survivors insurance records, files 


and over 5,000 personnel from Baltimore, 
the public buildings administration is 
asking authority to construct a new 
building at Suitland, Md., a few miles 
outside of Washington. Two. years 
would be required to put up the build- 
ing and make the move. The OASI bu- 
reau was moved to Baltimore in 1942 to 
make room here for war agencies. Mean- 
while, the so-called social security 
building here, a modern government 
structure, has not been occupied by social 
security, but by various wartime and re- 
conversion agencies. A building of spe- 
cial design is declared necessary to 
properly take care of and handle the 
millions of OASI files, the machinery 
for compiling records, etc. 





Death Voids Decree 


The Washington supreme court, af- 
firming a decision of the Spokane county 
superior court, has held that an inter- 
locutory divorce decree became void on 
the death of an insured who, following 
the decree, obtained a life insurance 
policy in which he named his mother as 
beneficiary. The court held that be- 
cause of the community property law 
and the fact that the insurance policy 
was presumably acquired with com- 
munity funds the proceeds are com- 
munity property. 














New Orleans 


We Have 


put the.. 


IGING on the CAKE 


Cakes are made from various ingredients, but our cake 
contains—Special service—Sharp selling aids—A com- 
plete line of policies—A tried and tested recruiting plan 
—A proven training procedure. 


The “Icing” is the Pan-American Life’s 
NEW AGENT’S COMPENSATION PLAN 
BUILT FOR THE CAREER MAN 


LIFETIME COMPENSATION 


plus 


BONUS FOR QUALITY BUSINESS 


CONTINUOUS RENEWALS 
NON-CONTRIBUTORY PENSION 
DISABILITY BENEFITS 


DEATH BENEFITS 


How’s that for icing! 


PAN-AMERICAN LIFE INSURANCE COMPANY 


U.S. A. 


Crawford H. Ellis, President 
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John Bokum Goes with 
Hunken Agency 


John B, Bokum has been appointed 
special agent of the Hunken agency of 
Connecticut Mutual Life in Chicago. He 
represents the third generation of a 
great life insurance family. His grand- 
father, Richard Bokum, was one of 
Chicago’s first general agents, and his 
father, Norris H. Bokum, was one of 
the outstanding personal producers and 
general agents in the country, being a 
partner of the Bokum & Dingle agency 
of Massachusetts Mutual in Chicago. 


Flying Officer in Italy 


During the war, for 3% years, John 
Bokum was a flying officer in the army 
air corps, attaining the rank of captain. 
He was shot down over Italy and was a 
prisoner during the last six months of 
the war. 

Upon release from the army, he at- 
tended Princeton University, and after 
leaving became associated with the 
Youngberg-Carlson agency of Chicago 
in the claim department. - 

Mr. Bokum has just returned from 
the home office at Hartford, where he 
attended an intensive two weeks’ train- 
ing course. He was one of 28 students 
chosen from the country to attend. 


Drunken Fall from Window 
No Bar to D. I. Claim 


Death resulting from a fall from a 
window while in a highly intoxicated 
condition is not ground for denying lia- 
bility under the double indemnity pro- 
vision of a life policy which does not 
specifically exclude death due to intoxi- 
cation, the federal circuit court of appeals 
has ruled in upholding a decision of the 
federal district court at Bluefield, W. 
Va. The case is Ayers vs. Pilot Life. 
The insured was in the habit of sitting 
in an open window and there was no 
conclusive evidence of suicide. 

The appeals court took the position 
that omission of intoxication on the list 
of excepted causes in the double in- 
demnity provision was significant and 
justified application of the rule that the 
terms of the policy having been pre- 
pared by the insurer should be construed 
most strongly against it. The court then 
ruled out the idea that the insured’s 
conduct was so reckless that his death 
could not be held to be accidental. It 
held that while sitting in an open win- 
dow is imprudent, it is frequently done 
without injury and hence an accident 
resulting from it cannot be said to be a 
natural and probable consequence. 
Drunkenness at the time, though it may 
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increase the risk, does not require a dif- 
ferent conclusion, for if this were so, any 
accident to an intoxicated person, if it 
were attributable in any degre to his 
condition, would be excluded from the 
coverage. 


Im pending Rate 
Changes Motivate 
Dilatory Prospects 


Few general agents will admit that 
any capital is being made of impending 
rate changes but many agents are frank 
in revealing they are doing a big volume 
of business on this appeal. These agents 
do not believe that they are hurting 
their market for the next year or over- 
selling prospects. 

One agent explained that he went 
through his prospect file and checked 
each card. Where the prospect had 
been on the verge of signing an applica- 
tion for some time without consummat- 
the purchase, the agent used the rate 
change as the basis of an approach on 
a now-or-never basis. The agent be- 
lieves his approach to the problem and 
to the prospect was sound. He selected 
prospects who had been hanging fire 
for some time, and whose names he was 
ready to eliminate from his file. Those 
who did not buy went into his inactive 
file. 

Financial Aspect 

Those on the list were, he believed, 
holding back because the insurance 
seemed to cost too much. He felt if 
the insurance wasn’t bought before the 
rate change, it would never be bought. 
The prospects were mainly people who 
were living up to their full income and 
did not want their standard of living 
affected by an insurance investment. 

The agent sincerely believes that no 
prospect he sold on the basis of a rate 
change was oversold. He does not be- 
lieve that any prospect did not realize 
the need for insurance. They would 
have bought it except for the cost. He 
believes that he has performed a real 
service for his new policyholders. 

To all appearance the agents are 
busier during this period of rate changes 
than they have been for some time. 
Agents who have always had time to 
discuss insurance problems, who have 
been easy to reach, and who have been 
willing to serve on committees, are now 
suddenly active and calls on clients cause 
them to break appointments and cancel 
meetings. 

No Bad Effects Seen 

If undue emphasis is being placed on 
the change in rates, agents and general 
agents are not overly worried about it. 
One general agent accepted the fact as 
human nature. .He said that it is a 
situation that has existed at every period 
during which there has been a change in 
rates. His opinion that the situation is 
unimportant is based on a belief that 
there are prospects who will be ready to 
buy insurance the day after the rate 
changes are effective and that higher 
premiums will not deter them. 

One outstanding general agent admits 
that his agents are capitalizing on the 
change. He said that his agency would 
probably produce about $4 million dur- 
ing the last month before the change of 
rates. He admitted that this figure 
would likely fall to about $1 million dur- 
ing the first month at new rates, but 
thinks that the production figure would 
rise steadily and fairly rapidly after the 
change. 

No agents or genral agents will admit 
that the rate change is being represented 
in such a way that the prospect is draw- 
ing false conclusion from presentations. 
They look on the changes as an oppor- 
tunity that has been presented to push 
reluctant prospects over the line of in- 
decision. Undoubtedly the agent who 
thinks himself professional and main- 
tains high ethical standards is restrict- 
ing himself to these limits. The number 
of agents who have been less scrupu- 
lous will be open for estimate only if 
there is a sharp increase in the lapse 
rate a year from now. 


Corporate Bond 
Yield Seen Going 
to 3% Range 


The consensus in investment Cirele 
long-term 
corporate bonds will rise to about 3% 
compared with the previous range gf 
A continuing @ 
mand for capital, especially from pj 
local goyg 
ments, is the direct cause of this 


is that yield rates on most 


from 254% to 24%. 
utilities and state and 


ward climb. In general the yields 


available in the open market for the 


chase of long-term securities 
reached the highest level in se 
years. § 


Favorable reception given to theg 
million Pacific T. & T. 3%% bon 
1987 is a tentative answer to the q 


tion as to where a new level of sta 
would be set for new issues of 
grade corporate obligations. 


month the return was a good quarter 


per cent better than that which 


been offered during telephone company 
financing two or three months ago, A 
premium of a point or more was quickly 
reached by the bonds and the entire cor. 


porate bond market showed a de 
improvement. 


Capital Will Be Freed 


One result of this yield increase ex. 


pected in investment circles is utiliz 


of investment capital that has been im- 
mobilized or held back waiting more 


attractive returns before being tie 
for long periods of time. 
impossible that any worthy expendi 
of money will be delayed by the n 


sity of paying 3% in order to raise the 


capital to finance these projects. 


Although life insurance men are un- 


derstandably grateful for the yield 


of bonds, they are, on the whole, await- 


ing the effects of the Marshall 
upon the market before making 
wholesale investments. 
by Congress during the next few 


in regard to the plan will be carefully 
watched by the financial and_ insurance 
worlds for any indication of potential 


rise or decline in yield rates. 
Another factor to be considered i 
steady rise in yield of high grade 


ferred stock due to a drastic market 
wide repricing. Some market men be 
lieve that a new higher yield area may 
be set somewhere in the vicinity of 4%. 
It is quite unlikely that actual market 


stabilization will come into effect 


the new yield area has been thoroughly 
tested. Under certain conditions should 
high grade preferred stocks attain a 4% 


yield and corporate bonds remain s 
it is possible that insurance comp 
will show greater interest in the 


chase of stock. Of course this question 
will remain unanswered until the effects 
of the Marshall plan, the earning pros- 
pects of the borrower and the cost and 


availability of equipment, material 
labor are made clear. 





Extra Dividends for Aetna 


Dividends voted the Aetna Life group 
are: Aetna Life of 40c a share plus an 
extra of 50c; Aetna Casualty & Surety, 
of 62%c plus an extra of 50c; Auto- 
mobile, 25c a share. All these dividends 
are payable Jan. 2 to stockholders of 


record Dec. 5. 
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Life Institute to 
Hear A.T.&T. Public 


Relations Chief 


NEW YORK—Keith S. McHugh, 
vice-president in charge of public rela- 
tions of American Telephone & Tele- 
graph, will be one 
of the principal 
speakers at the an- 
nual meeting of 
the Institute of 
Life Insurance 
Dec. 19 at the 
Waldorf - Astoria 
Hotel, New York 
City. 

The meeting will 
open at 10 a, m. 
The institute's 
chairman, Leroy A. 
Lincoln, president 
of Metropolitan 
Life, will report on 
operations during the year and discuss 
public relation factors as they will affect 
the future. 

Another outside speaker, to be an- 
nounced later, will follow Mr. McHugh. 
Holgar J. Johnson, institute president, 
will discuss some phases of the life in- 
surance public relations program for the 
year ahead. 

Business Session After Luncheon 


The institute’s annual luncheon will 
be followed by a short business session. 
The board of directors elected at this 
meeting will hold its annual meeting fol- 
lowing the business session. 

Mr. McHugh has been engaged in 
work bearing directly on the relation- 
ships between the Bell telephone system 
and the people it serves during all of his 
98 years in the telephone business. He 
has been with the Chesapeake & Po- 
tomac Telephone Co., New York Tele- 
phone Co., and, since 1929, the A.T.&T. 





Keith S. McHugh 





Treasury Reported Tolerant 
on Surplus Accumulations 


Section 102 of the internal revenue 
code has caused considerable apprehen- 
sion among corporations with large sur- 
pluses, for it forbids the accumulation 
of surplus in amount not reasonably nec- 
essary for the conduct of the business. 
This section has been used as motiva- 
tion for a good many life insurance 
sales, the argument being that the cor- 
poration should put some of this money 
into premiums on key-man insurance 
but now it appears that this fear has 
been considerably over-rated. How- 
ever, the internal revenue bureau has 
taken a much more reasonable view of 
what should be considered surplus nec- 
essary in the operation of a business. 
Also there is evidence that bureau offi- 
cials would regard surplus as surplus, 
whether in the form of money in the 
bank or money in a policy cash value. 
‘Corporations appear to have little 
difficulty in convincing the internal rev- 
enue people that what might look like 
a‘large surplus is actually necessary in 
view of plans for expansion, perhaps 
the construction of a new building, and 
the like. The situation has, of course, 
been mitigated by the reduced purchas- 
ing power of the dollar, which has dras- 
tically increased the cost of any pro- 
posed expansion operations and has 
lent credibility to pleas that so large 
a surplus was necessary. 


Calendar Mailed as Book 


As in the last nine years, the 1948 
Connecticut Mutual Life calendar con- 
tains reproductions of American works 
of art but unlike the previous calendars 
it will be in the form of an attractive 
book, measuring 8 by 10 inches, which 
Opens into a 10 by. 16 inch wall cal- 
endar. The book feature makes mailing 
easier and lessens the danger of dam- 
age in transit. Also the pictures may 
be preserved as a unit instead of having 
to be removed from the calendar. The 


calendar, like previous ones, carries the 
agent’s name at the top. 

The artists whose pictures are in- 
cluded are Thomas Hart Benton, Ed- 
ward Hopper, Hans Kleiber, Joseph 
Marguilies, John Rogers, Yvonne Pene 
du Bois, John Whorf, Alphonse J. Shel- 
ton, Esther Williams, William Schald- 
ach, Edmund K. Yaghjian, and Bruce 
Mitchell. 





Edwards Agency Gathering 


The annual dinner gathering of the 
R. S. Edwards general agency of Aetna 
Life at Chicago will be held Jan. 15 in 
the bungalow atop the Sherman hotel, 
the traditional place. 

This affair is put on by the “Big 10” 
in the agency, which is composed of the 
10 leading agents each month. The 1948 
meeting will be the 14th and will be 
in celebration of the agency again being 
No. 1 in Aetna nation-wide in new life 
production. 





Buy Fire Company Stock 


A substantial portion of the-cumula- 
tive preferred stock issue of- Firemen’s 
of Newark was taken by life insurance 
companies. The six that participated, 
Connecticut Mutual, Penn Mutual, Mu- 


tual Benefit, Reliance, Fidelity Mutual 
and Provident Mutual, each took be- 
tween $250,000 and $500,000. The total 
issue was $7 million, at 4 percent, and 
the other thirteen purchasers included 


banks, trust companies and colleges. 





A. L. Piver Succeeds Father 


Arthur L. Piver, for 13 years associ- 
ated with his late father, John C: Piver, 
in publishing the “Underwriters Re- 
port”, has been elected president of the 
company. 





To Appear at Wage Hearings 


WASHINGTON — The Labor De- 
partment reports scheduled appearances 
at current wage and hour administration 
hearings as follows: Dec. 12, J. G. Way- 
man, Reliance Life; Jan. 15, S. F. 
Keeble, Life & Casualty of Tennessee; 
also American Life Convention. 





Cashiers Hear Aas 


Oliver Aas of First Minneapolis 
Trust Co., in addressing Minneapolis 
Life Insurance Cashiers Assn., stressed 
the need for adequate will and trust pro- 


visions and proper application of tax 
laws in this connection. 

Gertrude Krauss, Occidental Life, 
was elected president; Florence Doran, 
Berkshire, vice-president; Helen Sholl, 
Fidelity Mutual, secretary, ‘and Rosella 
Stein, New England Mutual, treasurer. 


Big Loan at Milwaukee 


Equitable Life Society has loaned 
$725,000 to A. George Schulz Co., the 
paper container manufacturing firm of 
Milwaukee on its new plant. 








Blank Leaves lowa Company 


Vernon D. Blank has resigned as 
agency director of Farmers Life of Des 
Moines to go with Dunne’s Insurance 
Reports. He formerly was associated 
with Bankers Life of-Iowa. 





Roman M. Vetter, Continental Assur- 
ance general agent and vice-president 
of the Wisconsin ‘Assn. of Life Under- 
writers, responded for the employers 
at the annual “Bosses Night” of the 
Insurance Women of Madison. Helen 
Griesbach was toastmaster. “Roundy” 
Coughlin, Wisconsin “State Journal’ 
sports columnist, related ‘some sports 
highlights. The women will sponsor a 
dance Dec. 3. 





HO 





No wonder prospects are interested in 





USE or HOME? 


“Will I leave my family a home to live in or a ‘House for Sale’?” 


There is no doubt about the decision every father wants to make. Of course, 
he wants to leave a deed—not a debt! 


His only question (as he thinks of mortgage payments, home improvements 
and the many other demands on his income) is “Can I?” 


And as Prudential Representatives explain the new, low-cost, Mortgage Re- 
demption Rider, he realizes that he can! 


Available with most of our currently-issued policies, the rider is issued in 
amounts up to three times the basic policy. It is written for 10, 15 or 20 years 
and the premium ceases at the end of 8, 12 or 16 years respectively. Of course 
the premium waiver benefit in the basic policy applies to the rider as well. 


PRUDENTIAL’S MORTGAGE REDEMPTION RIDER 


that keeps 
The Home in the Family 
and 
The Family in Their Home 
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Sales Ideas and Suggestions 


certainly there will be fluctuations. But 
the story is that there are basic, under- 
lying favorable forces in the presence of 
which we shall labor for many years to 
come.” 

Mr. Woodward noted there is a great 





Great Production 
Years Ahead, 


Woodward Predicts 


Successful conduct of the life in- 
surance business in this country depends 
upon harmonious international relations, 
Donald B. Woodward, second vice- 
president Mutual Life, told the Chicago 
Assn. of Life Underwriters at a luncheon 
meeting. Or at least, he said, it depends 
upon the disharmony not becoming ca- 
tastrophically great. 

He said all indications are that life 
insurance people are working in a favor- 
able environment and are likely to do 
so for a long time to come. “I am not 
a pessimist,” he said, “but even on the 
favorable assumption of the future of 
international affairs it would, of course, 
be naive to believe that our business and 
the environment will be ever upward; 


duty and responsibility resting upon 
agents. The conditions of life have 
changed for the American people. Need 
for life insurance has increased greatly, 
both in economic and demographic 
terms, but most people have not real- 
ized these facts. 

“Tt would be a cruel fate indeed if they 
did not do so,” he commented. “It 
would be a proper source of great an- 
noyance to the people if, not being told 
these facts and later suffering as a con- 
sequence, they were to learn that life 
insurance had failed to tell them. They 
might feel, and appropriately, that they 
had been given a ‘dirty deal.’ Genuine 
and well founded resentment against 
life insurance field underwriters -may 
develop.” 

Life agents, he said, always have been 
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HERE IS AN OPPORTUNITY 


to have your own Agency and at the same time 
enjoy the many additional advantages of offer- 
ing a COMPLETE line of protection to your clients. 
Accident, Health and Hospitalization forms, 
when added to an excellent series of Life Policies, 
are powerful aids to new appointees. 

Managerial opportunities for qualified men are 
now available in the newly-opened states of 


ILLINOIS, INDIANA, MICHIGAN and OHIO. 


Please direct inquiries to 
A. 
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INSURANCE CO. 


SEATTLE, WASHINGTON 
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carrying the message of thrift to the 
people. Now they have a duty to inspire 
an additional thrift in reducing unneces- 
sary consumption of all the things that 
are needed to maintain stable govern- 
ments in Europe and elsewhere abroad. 
Thus the agents become a vital instru- 
ment of American foreign policy in 
the effort to avoid world chaos and 
disorder and to preserve freedom. 

Mr. Woodward gave some “pictures” 
showing the present and future life insur- 
ance markets. Beneficiaries need more 
dollars because cost of living is at a 
very high level. Every life insurance 
program needs: reexamination. Mr. 
Woodward does not anticipate so great 
a decline in cost of living as after the 
other world war, for enormous cost and 
price rigidity exists. Dollars saved should 
be put to most efficient use by purchase 
of inexpensive life insurance dollars for 
the future.’ 

The heavy tax burden upon individ- 
uals aggravates difficulties of saving, 
which fact emphasizes that dollars saved 
out of current income should go to buy 
life insurance, which is the “cheapest 
way to provide for beneficiaries and old 
age.” Mr. Woodward does not anticipate 
the tax reductions, if any, will approach 
the low levels of the 1920’s and 1930’s. 

Dollars saved after living costs and 
taxation will do much less for the saver 
than in the past. Many-persons are sav- 
ing just dollars and do not realize how 
drastic is the effect of even moderate 
reduction in interest rate when calcu- 
lated over a long period of years. He 
finds mere dollar saving in bank de- 
posits highly inefficient. Decline in the 
interest rate is, among other things, a 
drastic devaluation of savings. This 
points the need for more life insurance 
to do the job for dependents. 


Dependency Increasing 


There has been a great growth in de- 
‘pendency in the U. S., he said. This 
trend has persisted over a period of 
years and still is in progress. More mar- 
riages are occurring — 2% million in 
1946, or about double the number in 
the 1920’s or early 1930’s. A woman 
when she marries enters a condition 
where she may become dependent. Then, 
too, American women are living much 
longer, and thus their period of de- 
pendency is increasing. Most families 
will have children and should make 
provision now for that event with consid- 
eration of H.C.L. and devaluation of 
savings by lower interest rate. More 
babies are being born and more chil- 
dren live to maturity. Older people are 
becoming more numerous, due to bet- 
ter medical care and sanitation. Here 
life insurance can serve in an income 


way. 
Finally, Mr. Woodward said, there is 
continued growth of cities, greater 


urbanization. The farm provides some 
security; city people are more depend. 
ent. They have no means to dig eygy 
a bare subsistence from the soil. My 
Woodward finds that life insurance jg 
the “one and only urban equivalent for 
the old family homestead.” 

He concluded that more families are 
getting larger incomes and that dispos. 
able income (after tax) is at a ney 
high level. New life business in reg. 
tion to disposable income is much low. 
er than in the 1920’s and 1930’s. If 1946 
volume had borne the same relationship 
to disposable income as in the previous 
period of prosperity, the 1946 volume 
would have been a third greater, or 
about $20 billion instead of approxi. 
mately $15 billion. 





Uses Narrative 
to Show Benefits 
of Life Program 


George Spelvin was the chief charac. 
ter in a narrative used by J. E. Bragg 
manager Doremus-Bragg agency, Guar. 
dian Life, New York City, to emphasize 
the human factor in selling life insur. 
ance. Mr. Bragg addressed the first 
in a series of educational meetings of 
the New York City Life Underwriters 
Assn. The talk was an illustration of 
how a story form could make a pros- 
pect understand the functions of life 
insurance, visualize the effects of a pro- 
gram, and make him want to undertake 
a life insurance program. 

George Spelvin lived with his parents 
and a young brother when he started 
working, Mr. Bragg related. His father 
had told him that life insurance was a 
good thing and for that reason he 
bought some. George gave several rea- 
sons for his purchase. He wanted to 
take care of his parents and his brother 
—to provide for his responsibilities and 
pay a moral debt he felt he owed his 
father for his own education and up- 
bringing. George also had a selfish 
motive. He believed that life insurance 
would work for his benefit—as a fund 
for future family responsibility of his 
own, and as growing capital that would 
give him credit and the respect of older 
men. ‘ 


Married Life 


Thus, said Mr. Bragg, after his 
wedding George began married life 
with a plus instead of a minus sign. 
He rearranged his insurance program 
to provide some benefits to his wife and 
to his parents if he should die. George 
did not think that his death was 








cago 4, Ill. 





AGENCY MANAGER WANTED 


A Life Insurance Company with $55,000,000.00 of 
Insurance in force needs a man, age 35 to 45 to 
take charge of its Agency Department. Must be 
capable of developing, organizing and training 
general agents and agents. Give qualifications 
and experience in your reply. Address O-12, The 
National Underwriter, 175 W. Jackson Blvd., Chi- 
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probable, but it was a possibility that 
he wanted to provide for. There were 

rovisions for the costs of his last ill- 
ness and death. There was provision 
for his parents and wife. Mr. Bragg 
ointed out that the estate was not 
large, but it was a beginning and would 
remove any great financial strain in the 
event of George’s death. 

When the first world war came, 
George wanted to volunteer. When he 
joined up his wife served with the navy 
as a yeoman. George kept his insur- 
ance in force and also bought National 
Service Life insurance. At the end of 
the war, there was no G.I. bill of rights 
and George found himself out a job. 
But the constantly increasing cash value 
of his insurance was enough to tide him 
over his period of unemployment. 
George got a job, children came, and his 
family grew. But so did.his feeling of 
responsibility, with the result that 
George improved his insurance program. 
Through life insurance, George always 
had a feeling of security for his family. 
There was always enough insurance to 
provide the maximum that George could 
afford to take care of his responsibili- 
ties. 

Mr. Bragg used other stories to illus- 
trate what can happen when a man fails 
to realize what might happen to him 
and to his family. He pointed out that 
a policyholder may not have the kind 
of protection he wants for his wife and 
children unless he has a complete pro- 
gram mapped out. He said the agent 
doesn’t have to sell insurance if the 
prospect has a sense of responsibility 
or if the agent can give him one and 
show him why he needs insurance. He 
said the responsible prospect who un- 
derstands what insurance will do will 
be anxious to buy. 





Hospitalization Is 
Key to Group 


Don’t ask the employer-prospect if he 
has group insurance, but ask.him if he 
has hospitalization, John A. Churchman, 
group supervisor of Schwemm agency 
of Great-West Life, advised brokers at- 
tending a group sales forum in Chicago. 
Hospitalization is the group cover with 
a great appeal today, Mr. Churchman 
said. Group insurance has been accepted 
as being life insurance for so many 
years that an employer with group life 
feels he has all there is when he is asked 
if he has group insurance. The forum 
Mr, Churchman addressed was spon- 
sored by the Insurance Brokers Assn. 
of Illinois and “Employee Benefit Plan 
Review.” 


Mr. Churchman advised brokers to 
determine in advance where possible 
what benefits are in effect, saying that 
a group plan is “tailor-made” and can be 
written to provide supplementary bene- 
fits around any established plan. ‘He 
pointed out, for example, that weekly 
accident and sickness, surgical and medi- 
cal benefits can be written for an organ- 
ization already having group life and 
Blue Cross. 

He reminded the brokers that success- 
ful establishment of group plans pro- 
vides centers of influence through which 
many casualty lines may be placed. In 
a preliminary discussion with an em- 
ployer in answer to the inevitable ques- 
tion of what the cost of the plan will 
be the producer should put the cost on 
a basis relative to his payroll, he said. 
He can tell the employer that for a pay 
raise of less than one cent an hour per 
employe, an employer can purchase a 
plan for hospital and surgical benefits. 
For about two or three cents per hour, 
the employer can pay the entire cost 
of the hospital and surgical plan for em- 
ployes and dependents. This is the 
total cost and the plan can be arranged 
so that employes participate in the cost. 
The speaker said he uses this method of 
discussing cost because he knows that 
the employes would scoff at a suggested 
faise in pay of one or two cents per 
hour, whereas the would be appre- 


ciative of a plan of hospital protection 
that could be purchased at that rate. 

Mr. Churchman mentioned the com- 
petitive advantage which insurance com- 
panies now enjoy over Blue Cross, 
which has been forced to raise rates 
twice within the year. Employes who 
continue Blue Cross as individuals now 
find that the rate is twice as high as it 
was a few months ago. There are many 
new prospects among employers who 
— been covered by Blue Cross, he 
said. 


Companies Outdo Blue Cross 


Mr. Churchman observed that in a 
comprehensive comparison of benefits 
and cost figures of an insurance com- 
pany and Blue Cross, the company plan 
is almost sure to be less. One of the 
strong points in favor of the insurance 
company plan, he said, is that the sub- 
sequent cost depends upon claims ex- 
perience and due to the closer coop- 
eration with the employer, in a very 
high majority of cases any business en- 
terprise can look forward to substan- 
tial reductions in cost of coverage. Even 
as respects health and accident, hospital- 
ization and surgical benefits, where the 
number of claims is far greater than in 
group life, normal experience is 25 to 
30% of the initial premium. This is not 
the limit, he said, but the sale of group 


insurance based on dividends overlooks 
the reason for establishment of the plan, 
which is for protection of employes in 
payment of his disability losses. 

Most industrial employes live from 
week to week on their pay checks, and 
a disabling sickness might well be a 
catastrophe, Mr. Churchman concluded. 
To most industries, the cost of a good 
health and accident policy would be con- 
sidered excessive by an employe, but 
a group plan provides such benefits at a 
minimum of protection which can be 
supplemented by individual contracts, 
perhaps On a non-occupational basis 
sold by a broker. 

William U. Meier, Chicago district 
group sales manager of Prudential, told 
the brokers that the old altruistic ap- 
proach to an employer to sell him group 
insurance is largely outmoded. He said 
the powerful and popular approach to- 
day is to point out to the employer that 
if he doesn’t take the initiative in install- 
ing benefits for his employes, a labor 
union or the government will. Mr. 
Meier seemed to think that the spread 
of compulsory disability plans had only 
been temporarily halted. He said that 
the average employer as a symbol of 
free enterprise would prefer covering his 
employes through an insurance company 
than through the government. He said 
a potent bit of sales ammunition is the 


fact that the employer will retain the 
initiative and the group plan will not 
have to be administered by two agencies 
if he places the coverage rather than 
waiting for a union to do it. 

Clayton F, Lundquist, manager of the 
life and accident department of Fred 
S. James & Co., spoke of the need for 
programming and analyzing group cov- 
erage. He said tht broker must consider 
existing plans, decide what additional 
coverage is needed and what type of em- 
ploye is being dealt with. For instance, 
that an employer who hires largely 
women should install accident and sick- 
ness and hospitalization first of all, be- 
cause chances are the women’s hus- 
bands will have group life insurance. 
In other cases an employer will provide 
accident and sickness and Hospitalization 
cover in an insurance company and the 
employes will have similar coverage 
through their union. This doubles the 
ante, making malingering tempting and 
leaving them without life protection. 


New Cal. Disability Rules 

LOS ANGELES — Commissioner 
Downey has issued a ruling in which he 
makes 11 amendments to rules and reg- 
ulations promulgating standard provi- 
sions for use in group disability policies 
and facility of payment clauses in dis- 
ability policies. 
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ON THE WAY TO PROMOTION 


The Lincoln National Life agent with ambition to become 
a General Agent knows there are opportunities aplenty right 
with his own company. He knows this because 41 of the 
Company’s General Agents have been promoted from the 


Lincoln National’s promotion policy provides another 
reason why the recent Job Satisfaction Study showed excep- 
tionally high satisfaction among representatives of this 


LNL is geared to help its field men. 
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Z People played| t 





There was a play at the High School the other night 
and my wife, Mary, and I went to see it. Mary said it would 
be fun. “I asked Mrs. Carr to sit with us,” she said. “‘Her 
daughter has the leading part, you know, and she’ll be alone.” 


The play was good and everybody enjoyed it. Young 
Sally Carr did a fine job of acting, and when she stepped out 
for her curtain calls, the applause made you feel excited. 


I took a sidelong glance at Mrs. Carr and saw 
that her eyes were wet and shining . . . with pride and 
happiness and perhaps a little sadness, too. . . 


When Mary and I got home she said, ““You know, 
you have to give Mrs. Carr a lot of credit for bringing up 
Sally the way she has—especially when you consider 
that it’s ten years since her husband died.” 


I said, ““Yes, you do.” 


Then I added, “But you have to give credit to her 
husband, too. I remember when I sold John Carr his 
New York Life policies years ago. As things turned out, it was 
his insurance that made all the difference. Otherwise ... ” 


“When you look at it that way,”’ Mary said, 
“you can see that all three of the Carrs had a part in 
Sally’s success tonight—Sally, her mother and her father.” 


I nodded. 


After a long pause Mary said, “The more I think 
of it, the happier I am that you’re in the insurance business. 
In fact, there were more than three people who played 
leading parts in tonight’s play. There were four. You played 
a leading part, too, because you helped see to it that John 
Carr had the life insurance which made everything possible.” 


“Nonsense,” I said. But it made me feel good 
to hear those words from Mary. 
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EDITORIAL COMMENT 





Through a Rose-Colored Telescope 


Big-time research in the agency man- 
agement field, which got the spotlight at 
the recent L.I.A.M.A. meeting, is some- 
thing to stimulate the imagination. Per- 
haps it will bring about the solution of 
many problems that beset the business. 
In a spirit of irresponsible optimism let’s 
look in on a typical life insurance 
agency on a Monday morning in 1957: 

Several dozen alert, well-dressed 
young men are waiting in the office to 
see the manager about a job selling life 
insurance. Ordinarily this would be a 
waste of time, for the turnover is prac- 
tically zero, but word has gotten around 
that one of the agents has reached age 
65 and is going to retire under the com- 
pany’s very liberal pension program. 
Any one of these young fellows looks as 
if he would make a good agent.” All 
are obviously extroverts, characterized 
by emotional stability, self-sufficiency 
and social dominance, qualities which ex- 
haustive tests have shown to guarantee 
success in life insurance selling when 
mixed in the proper proportions with 
other ascertainable traits. All are 
dressed just right—not so sloppily as to 
irritate a prospect nor so opulently as 
to make him feel inferior or envious. 

“Boy, I hope I land this job,” says 
Joe Doakes to the fellow sitting next 
to him. “I’ve tried every agency in 
town but they’re full up. I used to 
want to be a minister or a doctor but 
now I know that nobody can do as 
much good for people as a life insurance 
agent. And there’s nobody who’s looked, 
up to like a life insurance man. You 
wouldn’t think that back when we were 
kids lots of people thought of a life 
insurance agent as a sort of pest, would 
you? Of course, nobody who'd ever 
taken those swell courses that we had 
in high school and college would ever 
get any such crazy notion. Even the 
newspaper advertising or the radio pro- 
grams that the life insurance people put 
out ought to convince anybody.” 

At this point a secretary calls Mr. 
Doakes and escorts him into the man- 
ager’s office. The manager is friendly 
and relaxed. He’s not selling anything. 

“We've looked over the application 
you sent in,” he says. “It looks favor- 
able on all counts but, of course, that’s 
only a starting point. You know how 
careful life insurance companies are 
about selecting their representatives. 
We invest a lot of money in a man’s 
training before we ever let him handle 
a case by himself. The public doesn’t 
want unskilled and untrained life insur- 
ance agents handling their financial 
affairs any more than they want un- 


skilled surgeons performing operations 
on them. 

“This company, like any other good 
company, isn’t interested in how much 
business we can write, but in how well 
we serve the public. And that doesn’t 
just mean the part of the public that is 
well fixed financially. It means giving 
everybody the benefit of the agent’s con- 
sulting services.” 

“But how do you find out whether a 
new man is qualified to make good in 
this business?” asks Doakes. 

“Well,” answers the manager, “we 
know a lot more about that than we 
used to, thanks to research. Of course, 
there is still a possibility of error. Out 
of every thousand new agents we hire 
approximately 414 will fail to become 
successful. But you can’t eliminate 
chance entirely. That’s what makes the 
manager’s job so fascinating. You ought 
to see the competition among managers 
for the lowest termination rate among 
their agents. Of course, the spread is 
never more than a few thousandths of a 
percent.” 

“How do you do this selection job, by 
tests, or what?” asks Doakes. 

“Yes, we have developed standard 
psychometric and metabolism tests. We 
use the Keeler polygraph to determine 
whether an applicant is pulling our leg 
in his answers to interview questions. 
The metabolism tests are extremely im- 
portant. The man’s got to have his 
thyroid working right or he isn’t go- 
ing to be much good as a salesman. He’s 
got to have enough thyroid or he won’t 
have enough zing, but if he has too 
much he’s all the time running around 
starting projects but never finishing 
them. We now know the exact degree 
of thyroid activity that a man needs to 
be a good agent. Then, of course, there 
are the psychological tests. We have 
used these for years but it took a lot of 
expensive research to validate them so 
they could really draw a sharp line be- 
tween the good man and one who just 
looks good. 

“Tests aren’t just in our laboratories, 
though. We have a group of a dozen 
men and women who are typical of all 
life insurance prospects. We send each 
new applicant around to see them. The 
percentage that like him and say they 
would like to do business with him is a 
factor in arriving at his final score. 

“The results of each of these tests 
are automatically punched into I.B.M. 
cards and run through a machine which 
was developed from the electronic com- 
puters devised in the second world war. 


grating all the factors and coming up 
with a final score that predicts nearly 
100% accurately whether the applicant 
will succeed or fail. Furthermore, we 
can set the machine to tell us just how 
much money he will be making at the 
end of six months, a year, two years, or 
five years. It would take 50 actuaries 
using ordinary calculating machines two 
weeks to turn out the figures that the 
machine gives us in about five seconds,” 

“What do you do about training men 
after you take them on?” asks Doakes. 
“T’ve heard that it’s a pretty intensive 
course but that anyone who passes the 
preliminary tests will have no trouble 
absorbing the educational stuff.” 

“That’s right. It’s not too tough. 
There’s some book work but mostly we 
use colored movies.” 

“You mean that by seeing and hearing 
these movies I’d learn how to sell life 
insurance?” Doakes asks. 

“Not only that, you’d see and hear 
yourself in action, too. When the East- 
man people developed color film that 
was so fast it would take movies in ordi- 
nary room light and then developed an 
absolutely silent movie camera we 
started taking candid movies of sales in- 
terviews. Life insurance research pio- 
neered the field, I’m proud to say. The 
results were amazing. We found out 
why the good agents were good and 
why the poor ones stank. The pictures 
told a lot different story from what the 
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agents themselves could remem ber—~o 
wanted to remember. 

“Where it isn’t worth while to Set up 
the concealed movie camera the poche 
recorder helps a lot. You can carry it jp 
your vest pocket and it records every 
word you say. You soon forget jg, 


there—in fact, some very interesting 
stuff sometimes comes out in the play. 
back. 


“Once we found out what kind 9 
sales talk worked the best with the vay. 
ous types of prospects and agents jt 
was amazing how sales efficiency jm. 
proved. Of course, it’s not Surprising 
when you consider how effective you cap 

make some dope of a movie actor by 
giving him the right words and the 
right direction. 

“Well, that gives you a general idea, 
We haven’t talked about salary but of 
course you know the pay is good, and 
without any of the fluctuations that 
made the old commission system so dis. 
couraging for many agents. We dont 
ask the agent to take the gamble— 
though you could hardly call it 4 
gamble, any more.” 

But getting back to 1947, none of the 
above should be considered a warranty 
or even a representation. Yet research 
and resultant progress often have a way 
of making even the most fantastic imag. 
inings seem absurdly conservative when 
they are looked back on a decade or s 
later. 








PERSONAL SIDE OF THE BUSINESS 





Garnett E. Cannon, who was pecently 
elected president of 
the Actuarial Club 
of the Pacitic 
States, is actuary 
of Standard Life of 
Oregon and is a 
leading authority 
on the Guertin 
laws, on which he 
spoke at the club’s 
meeting in Los 
Angeles. He was 
vice-president of 
the club last year 
and is president of 
the Western Out- 
door Clubs Assn. 
The actuarial club covers the principal 
insurance companies in Utah, Montana, 
Colorado, California, Oregon and 
Washington. 

Marmaduke Corbyn, Jr., of Oklahoma 
City was married to Mrs. Dorothea 
Rainey Robertson. Mr. Corbyn is the 
son of Marmaduke Corbyn, Sr., veteran 
Oklahoma life man and is a partner with 
him in the general agency there of 
American Mutual Life. 

Lloyd Spooner of San Antonio, Equit- 
able Society’s manager for southwest 
Texas and west Texas, was guest of 
honor at a dinner dance marking his 
25th anniyersary with the company. His 
anniversary was also the occasion for 





G. E. Cannon 


This is a very complex process of inte- a production contest which brought 


$2,953,759 in written business. He start. 
ed with Equitable in Rockwell, Ia., and 
later served as agency assistant at "Fort 
Dodge, assistant manager at Des 
Moines, assistant manager at San An 
tonio and in 1943 became manager at 
San Antonio, 

Robert R. Duvall, examiner of the 
Texas department, was married to Miss 
Bobbie Ruth Massengale of Fort 
Worth. 

Joseph Lombardo of Connecticut Mu 
tual’s actuarial department, has been 
elected to the Hartford board of educa 
tion. 

George S. Parrish, treasurer, and 
James Davis, also an executive of Life 
& Casualty, received the honorary rank 
of knight commander of Scottish Rite 
Masonry at the biennial meeting at 
Washington, D. C. 

Thomas B. Fulmer, formerly managet 
of Travelers in Columbus, O., has re 
turned to that city from Cleveland, 
where he has resided for 21 years, and 
joined his son, Dan D. Fulmer, in his 
agency. For seven years Mr. "Fulmer 
was agency instructor for Travelers in 
Cleveland, later establishing his own 
agency. 

California Commissioner Wallace K. 
Downey and Mrs. Downey are the pat- 
ents of a son, Thomas, born Nov. 28. 

Walter W. Britt, Washington, D. C, 
manager for Reliance Life, has been 
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presented the layman’s award of the 
Washington Federation of Churches for 
1946 “in recognition of distinguished 
service rendered in the development and 
the moral and religious life of the city. 

Members of the staff of L.I.A.M.A. 
feted Miss Elizabeth Stevens, secretary- 
treasurer, On her 25th anniversary with 
the association. She received flowers 
and other gifts from Managing Director 
John Marshall Holcombe, Jr., and the 
staff. Miss Stevens, one of the most 
successful career women in life insur- 
ance, is known nationally for her con- 
tributions to the business, 

Fire caused by an overheated incinera- 
tor caused a $15,000 loss to the home of 
Frank L. Klingbeil, Detroit manager of 
Prudential. 

Archie C. Utter, associate general 
agent in Detroit for New England Mutu- 
al Life, is observing his 55th anniversary 
with the company this month. He joined 
the Detroit office as a clerk and after 
serving elsewhere became sole general 
agent in 1928, 


DEATHS 


Wendell Coler Dies 
of Heart Attack 


Wendell P. Coler, 56, vice-president 
and actuary of American United Life, 
died suddenly from 
a heart attack in 
his home at Indi- 
anapolis. Mr. Co- 
ler, who had re- 
cently been elected 
president of the In- 
diana Assn. of Le- 
gal Reserve Life 
Insurance Compa- 
nies, was at work 
on a program for 
an approach- 
ing board meeting 
of that organiza- 
tion when stricken. 

Mr. Coler was 
born at Athens, O. He graduated from 
University of Michigan where he studied 
under Prof. James W. Glover. He was 
a fellow of the American Institute of 
Actuaries and the Actuarial Society of 
America and a member of the Frater- 
nal Actuarial Assn. He had served as 
actuary of National Union Assurance 
Society, Toledo, 1913-18; assistant ac- 
tuary bureau of war risk insurance, 
1918-20; actuary for the Maccabees, 
1920-1929; secretary and actuary of the 
American Life Convention, 1929 to 
1932, when he resigned that post to 
become actuary for American Central 
Life of Indianapolis, which later merged 
with United Mutual Life to become 
American United Life. Mr. Coler was 
active in welfare work and was a mem- 
ber of the board of children’s guardians, 
in addition to his many life insurance 
interests in both the actuarial and in- 
vestment fields. 








Wendell P. Coler 


Past President’s Privileges 


On leaving the A.L.C., Mr. Coler was 
voted the privileges of a past president 
and as such he attended many executive 
committee meetings as well as being a 
regular attendant at annual and regional 
meetings. He also continued his ties 
with the A.L.C. as a member of its 
blanks committee, serving as chairman 
from 1936 to 1944. When this became a 
joint committee with that of Life Insur- 
ance Assn. of America, he continued as 
a member of the joint committee and 
also was a member of the joint commit- 
tee on valuation of assets. 

Mr. Coler was one of the first to be- 
come interested in the problems of de- 
veloping a more realistic gain and loss 
exhibit for the annual statement and 
the change to a modern mortality table. 
He and F. B. McBride of Lincoln Na- 
tional and C. O. Shepherd of Travelers 
collaborated extensively on these pro- 
jects. In recent years, however, Mr. 
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Coler’s work was almost entirely in the 
investment field. 

At the funeral the A.L.C. was rep- 
resented by Robert L. Hogg, Ralph H. 
Kastner, A. N. 
mond, and Lee Parker of the American 
Service Bureau. 


Arthur P. L. Turner, Jr., 38, econ- 
omist of Bankers Life of Iowa, died un- 
expectedly of a heart ailment at his 
home. Mr. Turner joined Bankers Life 
last January and ranked as an officer. 





L. 


TURNER 


A. P. 


He was adviser to the committee on pub- 
lic debt policy and previously had been 
economist and executive assistant to the 
vice-president of Bank of Manhattan 
and economic analyst in the Treasury’s 
division of research and statistics. 

A graduate of Harvard in 1930, he 
was there five years as a research as- 
sistant and obtained a Ph.D. Later he 
taught at Bowdoin college and Univer- 
sity of Montana. 


Michael S. Marrelli, 50, retired Pru- 
dential agent, died in Buffalo after a 
long illness. He retired from Prudential 
in 1935 after 12-years in its employ. 


Carlton R. Moore, III, 69, secretary 
of Virginia Health & Accident, died at a 
Richmond hospital. A veteran of the 
first war, he became secretary of Vir- 
ginia Health & Accident Assn. when it 
was formed in 1932. He was an alum- 
nus of the College of William and Mary 
and a law graduate of the University of 
Richmond. 


Walter J. Bales, 83, vice-president of 
Kansas City Life, died at his home in 
Kansas City. Mr. Bales had been in the 
insurance business for many years, first 
in his own agency, started in connec- 
tion with a real estate office. Later he 
helped organize Midland Life of Kan- 
sas City and became a Kansas City Life 
executive when it reinsured Midland in 
1941. His life insurance career was 
largely devoted to real estate loans and 
investments. 


William H. Jaquith, 2nd, 66, Massa- 
chusetts Mutual Life general agent at 
Lawrence, Mass., died in Chicago of 
pneumonia. He was taken ill while return- 
ing home from Coronado, Cal., where he 
and Mrs. Jaquith had attended the com- 
pany’s general agents’ meeting. Mr. 
Jaquith was appointed general agent in 
1911 and at the time of his death was 
the second oldest general agent in point 
of service. At the Coronado meeting he 
received a 35-year service emblem. 


John C. Flanagan, 57, an actuary of 
Northwestern Mutual Life, who had 
been with the company 43 years, died at 
his home where he was taken following 
a heart attack while at work. 


J. Harry Holtman, 69, a broker for 
Northwestern National Life in Indian- 
apolis, died at veterans hospital after a 
year’s illness. Born in Evansville, Ind., 
he went to Indianapolis 25 years ago 
and made a connection with the North- 
western Mutual. He was a captain in the 
Spanish-American war. 


Guertin, Mildred Ham- | 
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YOUR OWN AGENCY 


Can Be Yours ...If You Are Ready to 
Step Out Faster 


Continental Assurance is a sound, aggressive 
company going places faster... 
BECAUSE able life insurance men are 
finding with this organization unex- 
celled facilities for building volume and 
manpower. 
If you are established as an agent... have a 
good record as a personal producer . . . and 
want to use your organizational ability to 
greatest advantage, here is a company ready 





to exchange ideas about creating a great 
prosperous future for you. 


$702.309.289 


Insurance in force as of December 31, 1946, a 


30% GAIN 


That record means representatives have 
highly salable merchandise . . . real promo- 
tional assistance ... and the backing of an 
organization that concentrates on helping 
producers build. 


One of Our Prominent 
General Agents Says: 


**I would choose C.A.C. because Continental’s 
Group insurance contains the most liberal 
provisions on the market today, also it is one 
of few remaining companies writing the im- 
portant disability features. Such features, 
plus agents’ pension and hospital-surgical 
plans, in my opinion, make it the most at- 
tractive franchise available today.” 


One of America’s fastest growing Life In- 
surance Institutions invites you to ask about 
its Agency Plan. 
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White Assistant Counsel of 
Northwestern Mutual 


Edwin H. White has been appointed 
assistant counsel of Northwestern Mu- 
tual Life. He has been with the com- 
pany’s law department for 12 years. 

He was born in Springfield, Ill., and 
went to Milwaukee in 1922. He at- 


tended Marquette University, where he 
was exchange editor of the Marquette 





On January 25, 1867, the Equitable Life of 
Iowa was founded in Des Moines, then a fron- 
tier town of 8,000 people. 


The 80 intervening years have witnessed the 
development of that pioneer enterprise into a 


national institution. 


completion of its first century of service, the 
Company will continue to conduct its affairs 
in the sound, constructive and progressive 
manner which Time has so thoroughly tested. 


EQUITABLE 
LIFE of IOWA 


Founded in 1867 in Des Moines 


In contemplating the 


“Law Review”, and received his LL.B. 
in 1931. After four years in private law 
practice, he joined Northwestern Mu- 
tual. 

Mr. White specialized in real estate 
mortgage investments in connection 
with large loans on commercial and in- 
stitutional properties and in matters of 
company federal and state taxes. More 
recently he has handled legal work in 
connection with purchase and leasing of 






































income producing real estate, a com- 
paratively new field for life company 
investments. 


Bangs Retiring, 
Crouch to Head 
American United 


George A. Bangs, president of Ameri- 
can United Life since 1940, will retire 
Dec. 31 because of ill health. Because 





GEORGE A. BANGS 


of the company’s progress under his 
leadership, the directors conferred on 
him the title of president emeritus. 

Leslie E. Crouch of Portland, Ore., 
chairman of American United since 
1941, will become president and also 
continue as chairman. 

Mr. Bangs was born at Le Sueur, 
Minn. in 1867. He served as special 
assistant attorney general in North Da- 
kota, state’s attorney in Grand Forks 
County, N. D., and city attorney in 
Grand Forks. He was president of the 
North Dakota state capitol commission 
and a few weeks ago was elected an 
honorary member of the Butler Univer- 
sity Insurance Society “in recognition of 
his outstanding activities in behalf of 
insurance education.” From 1902 to 
1930, Mr. Bangs was a member of the 
board of control of the insurance de- 
partment of the Knights of Pythias, and 
in 1930 became a director of United Mu- 
tual Life of Indianapolis, becoming 
president in 1933. Following the merger 
of American Central into United Mutual 
in 1937, he . -ted as managing director 
of the new _ organization, American 
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United Life, before becoming preside 
Mr. Bangs has a son, D Bang, 

who is in charge of the municipal bonds 

at American United. For many Years 





UESLIE 


E. CROUCH 
President Bangs’ wife has been his sec. 
retary. Mr. Bangs underwent a seriogs 
operation early this year and got back 
on a part time basis early in June, 
Mr. Crouch was born at Stockbridge, 
Wis., and graduated in 1904 from Uni. 
versity of Oregon law school. He ep. 
tered general legal practice. He was 
formerly a captain in the Oregon na 
tional guard and served as chairman of 
the teachers’ grievance board of Oregon, 
He was supreme chancellor of the 
Knights of Pythias in 1931-32. He be: 
came a director of United Mutual Life 
in 1928 and of American United in 1937, 


Advanced by Bankers Nat’ 


Bankers National Life has appointed 
Albert C. Windolf assistant treasurer, 
He studied accounting and commercial 
law at Pace Institute, New York City, 

Since joining Bankers National in 
1935 Mr. Windolf has been manager of 
the policy loan department, accountant, 
and more recently, appraiser of residen- 
tial mortgage loans. As assistant treas- 
urer, he will be in charge of rental real 
estate and the residential mortgage 
portfolio. Before joining Bankers Na- 
tional Mr. Windolf was construction ac- 
countant for the New York Water Serv- 
ice Corp. 


Advanced by Prudential 


Prudential has promoted P. F. Me 
Manus from supervising appraiser to as 
sistant manager in the southern Califor- 
nia mortgage loan branch in Los Ap 
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geles. He joined Prudential in 1937 
in Los Angeles as an inspector of mort- 
gage loans. He served as mortgage loan 
appraiser before becoming supervising 
appraiser in 1946. 


Carl Peterson of 
Northwestern Natl. 
to Retire Dec. 31 


Carl A. Peterson, supervisor of agen- 
cies of Northwestern National Life, will 
retire Dec. 31 after nearly 17 years of 
service with the company and 40 years 
in life insurance. December is “Carl 
Peterson month” and his friends 
throughout the agency organization are 
dedicating their production efforts to 





him. Ts 

Mr. Peterson joined Northwestern 
National in 1931, having formerly been 
vice-president of Mutual Trust, Life. He 
graduated from Iowa State College in 
1906 with the intention of becoming an 
electrical engineer. During the panic of 
1907 he decided to enter life insurance 
selling. Starting from scratch as gen- 
eral agent at Fort Dodge, he built Mu- 
tual Trust’s largest agency. He was 
Iowa state manager and director of 
agencies before becoming vice-president. 
From 1931 to 1944 he directed North- 
western National’s recruiting activities 
and was responsible for adding a sub- 
stantial number of new general agencies 
and branch offices throughout the coun- 
try and bringing into the company many 
of its leading field men. He was instru- 
mental in revising the company’s per- 
sistency bonus program in 1934, As 
part of his recruiting work he produced 
Northwestern National’s first scoring 
sheet for agents and the booklet, “Se- 
lective Agency Recruiting.” 


Set Up Regional Plan 


In 1944 when company studies showed 
Iowa to be one of the best post- 
war markets, he was assigned to setting 
up a model regional development there, 
a program which has since been ex- 
tended to other regions. Under this 
program Northwestern National sales in 
Iowa have more than tripled and insur- 
ance in force has been increased by more 
than 50%. 

Mr. Peterson is one of the most 
widely acquainted men in the life in- 
surance business, both among home of- 
fice executives and men in the field. He 
was a charter member of the Fort 
Dodge Life Underwriters Assn. and 
served as its president. For many years 
he has been interested in life underwrit- 
ers’ association activities, both local and 
national. He has been keenly interested 
in L.I.A.M.A. activities, almost from 


the inception of the old Life Insurance 
Sales Research Bureau. Only three per- 
sons have attended more consecutive 
meetings of the organization than he 
has. 

Commenting on Mr. Peterson’s years 
of service with the company and the life 
insurance business, Chairman O. J. 
Arnold of Northwestern National said 
that in Mr. Peterson’s mind “there is no 
greater satisfaction in life than in help- 
ing men grow in the life insurance busi- 
ness. Certainly the record testifies that 
he can carry with him a world of satis- 
faction for the job he has done.” 


Ward F. Stevens Asst. 
Secretary of Conn. Mutual 


Connecticut Mutual has advanced 
Ward F. Stevens to assistant secretary. 
He has been with 
Connecticut Mutual 
since 1923 and has 
been in purchasing 
and personnel work 
the entire time. He 
became purchasing 
agent in 1929. 

Mr. Stevens has 
been active in the 
Connecticut Pur - 
chasing Agents’ 
Assn. and ‘is first 
vice-president. Last 
year he was presi- 
dent of the Assn. 
of Insurance Com- 
pany Buyers. He has also served on 
Life Office Management Assn. com- 
mittees. 


Mutual Life Names Wilgus 


Director of Personnel 

George Wilgus, former assistant chief 
examiner of the New Jersey state civil 
service commission 
and wartime chief 
of civilian person- 
nel for the conti- 
nental United 
States air forces, 
has been appointed 
director of person- 
nel of Mutual Life. 
He has had 11 years 
of personnel admin- 
istration experi- 
ence. 

Mr. Wilgus grad- 
uated from Prince- 
ton in 1936 and re- 
ceived a Rockefel- 
ler Foundation scholarship with the Na- 
tional Institute of Public Affairs in 
Washington. In this assignment he was 
collaborator in the Department of Agri- 
culture, working with the department 
specialist in personnel and training for 
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the department. Late in 1936 he joined 
the New Jersey civil service commis- 
sion, specializing in the testing and 
classification of personnel. He rejoined 
the Department of Agriculture in 1937 
as an investigator in personnel and 
organizational surveys. 

He returned the next year to the New 
Jersey commission as a senior examiner, 
responsible for recruiting work that in- 
cluded the preparation of tests, oral in- 
terviewing, job analysis, promotion 
tests and administrative procedures, In 
1941 he was promoted to be administra- 
tive assistant to the chief examiner. 

After his discharge from the army in 
1945 as a lieutenant-colonel, Mr. Wil- 
gus returned to the New Jersey civil 
service commission as_ director of 
recruitment and placement and subse- 
quently as assistant chief examiner. 


Equitable Society Names 
J. M. Hines Director 
of Group Annuities 


John M. Hines has been appointed di- 
rector of group annuities by Equitable 
Society. He has 
been associate di- 
rector of the group 
annuity division 
since 1945. He en- 
tered Equitable’s 
group department 
in 1929 after receiv- 
ing an A.B. degree 
from University of 
Colorado, followed 
by a year of gradu- 
ate work at Colum- 
bia University. He 
left in 1930 to re- 
sume his graduate 
studies at the Sor- 
bonne in Paris and at Harvard, where he 
received an M.A. degree. 

Returning in 1933 to what was then 
a relatively small group annuity division, 
Mr. Hines was named assistant director 
in 1944. During his period with Equi- 
table he has seen that division grow 
to the largest organization of its kind 
in the insurance world, administering 
one-third of all group annuity plans in 
the United States. Through the years 
he has placed on Equitable’s books 
many large groups, not only for group 
annuities but for other employe cover- 
ages. 








John M. Hines 


Occidental Appoints Two 
Regional Group Supervisors 


Occidental Life has named J. M. Lem- 
ley regional group supervisor at St. 
Louis and A. J. DeBoe at Detroit. 

Mr. Lemley will have supervision over 
Missouri and parts of Illinois and Indi- 
ana. He was group manager of Aetna 
Life at Little Rock and Shreveport for 
a year before entering the army in 1942. 

Mr. DeBoe started with Federal 
Surety at Detroit in 1927, later was as- 
sistant agency manager of National Cas- 
ualty and in 1930 joined Washington 
National as group supervisor in Michi- 
gan, Ohio and Indiana, leaving that post 
to serve as a navy lieutenant during 
the war. 





Daugette Agency Head 


C. W. Daugette, Jr., has joined Pio- 
neer Life & Casualty of Gadsden, Ala., 
as director of agencies. Prior to the 
war he had served as agency manager 
for Protective Life and since leaving 
army service he has been a general 
agent of Provident Life & Accident. He 
emerged from the service with the rank 
of colonel and his decorations include 
the bronze star, purple heart and mili- 
tary cross of Italy. He graduated at 


| State Teachers College, of which his 


father was president for 40 years, and of 
Alabama Polytechnic Institute. He is 
president of First National Bank of Jack- 
sonville, Ala. 





T. W. Koch of St. Paul, resident man- 
ager of Riter & Co. investment counsel- 
ors, has been elected a director of Mod- 
ern Life of St. Paul. 


NEW YORK 





HALSEY JOSEPHSON FETED 


Halsey D. Josephson was given a 
dinner by his agents on his sixth anni- 
versary as a general agent of Mutual 
Benefit Life. He took over a small of- 
fice in Brooklyn producing about a mil- 
lion a year and in four years built it to 
a $4 million organization. The agency 
has been located in New York (City since 
1943. Speakers included President J. S. 
Thompson and Vice-presidents H. G. 
Kenagy and W. A. Reiter; B. C. Thur- 
man, Newark general agent, and Hyman 
Berman, Arthur Gleitsman and L. J. 
Sobel of the Josephson agency and Mr. 
Josephson. ‘Supervisor R. C. Buckley 
acted as toastmaster. 

A clock was presented to Mr. Joseph- 
son by the agency force. 





L.U.A. TO CONVENE FRIDAY 


Life Underwriters Assn. of New York 
will hold its December “idea of the 
month” meeting Friday at Hotel Penn- 
sylvania. Two outstanding speakers will 
discuss three topics. G. B. Gordon of 
the editorial staff of Prentice-Hall will 
speak on “Stock and Partnership Pur- 
chase Insurance” and “Key-Man Insur- 
ance.” David Stock, New York attor- 
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The Natural Bridge of Virginia is 
one of the seven natural wonders 
of the modern world. 


Because Life of Virginia’s in- 
surance contracts are the most 
natural way to the establishment 
of adequate estates and the 
attainment of financial security, 
the Company uses the Natural 
Bridge of Virginia as its emblem. 


The Life Insurance Company of 
Virginia is the natural bridge 
between today’s vision and 
tomorrow’s provision. 
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ney, will talk on “Deferred Compensa- 
tion Contracts.” 

This meeting has been lengthened 
from the usual two hours’ duration to 
three so that the subject matter may be 
fully covered and a question and answer 
period held after the speeches. 





ECKER IN HOSPITAL DRIVE 


The drive for funds in the United 
Hospital Fund in New York City is now 
under way. 

Frederick W. Ecker, financial vice- 
president of Metropolitan Life, is chair- 
man of the life insurance division of 
the insurance section. Percy Chubb, II, 
of Chubb & Son, is the general insur- 
ance chairman. 


TALKS ON CSO BASIS 


Halsey D. Josephson, general agent 
of Mutual Benefit Life in New York 
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CHART THE UNCHARTED... 


Set your course NOW for smooth sailing . 
LATER ... Here are 3 good guides ; 


1. Continuous Service Bonus—beginning when 
usual schedule terminates and continuing as 
long as premiums are paid. Granted to full- 


2. Hospitalization and Surgical benefits avail- 
able to full-time representatives. 


3. Promotion when ready for it, with concrete i 
conditions which are explained when you take : 
a contract ... you don’t have to haggle to get 
it when you show the ability. 


Ask ANICO or any ANICO Representative. 


Write Vice President 


American National 


W. L. Moody, Jr., 


City, spoke on the CSO mortality table 
and the use of an interest assumption of 
less than 3%, at the meeting of the 
New York City Life Supervisors Assn. 
He emphasized the sales ideas which 
can be developed through the use of the 
new reserve bases. 


TO HONOR E. T, WELLS 

Edgar T. Wells, general agent for Na- 
tional Life of Vermont in New York 
City, will be guest of honor at a celebra- 
tion marking his 20th anniversary with 
the company Dec. 18 at the Waldorf- 
Astoria in New York City. About 80 
people, among them nearly all the com- 
pany’s officers, are expected to attend 
the gathering which will also celebrate 
Mr. Wells’ passing of the $12 million 
production mark for the first time. H. 


H. Jackson, actuary of National Life, 
will be one of the principal speakers and 
will discuss new policies and rates. 
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With a Bankers Mutual Life contract, 
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LIFE AGENCY CHANGES 





Onderdonk to Head Detroit 
Agency of Lincoln National 


Robert R. Onderdonk has resigned as 
Cleveland manager of Connecticut Gen- 
eral to become gen- 
eral agent in De- 
troit for Lincoln 
National Life 
effective Jan. 1. His 
office will be at 
2202 Buhl building. 

Mr. Onderdonk 
has had more than 
12 years’ experi- 
ence in life insur- 
ance sales and man- 
agerial work. He 
started in New 
York City in 1935 
as an agent and 
was promoted to — 
assistant manager in less ilian a year. 
Two years ago he became Connecticut 
General manager in Cleveland, In addi- 
tion to building a large and successful 
agency force, he personally produced 
more than a half million dollars of new 
business last year. He plans to develop 
an agency capable of providing complete 
programming service for clients in all 
income groups. : 

Mr. Onderdonk is an alumnus of Uni- 
versity of Pennsylvania’s Wharton 
school of finance, and is active in life 
underwriters association affairs. 


Philadelphia Life Names 
A. C. Heim Minn. Manager 


Philadelphia Life has appointed 
Adolph C. Heim as Minnesota manager. 
He was formerly district manager at 
Lancaster, Pa., for Aetna Life. For 
several years he was brokerage manager 
in Philadelphia for Connecticut Mutual 
and later was district manager at Lan- 
caster for Mutual Benefit Life. 

Mr. Heim is a graduate of University 
of Pennsylvania. His office will be in 
the Foshay Tower building, Minneap- 
olis. 


P. D. Smith Occidental 
Manager at Birmingham 


Occidental Life has opened a new 
branch office at Birmingham with Percy 
D. Smith as manager. He has been 
home office supervisor and has been 
with Occidental since 1941, starting in 
the field training department. He had 
previous experience in the field with 
Mutual Life as agent and district man- 
ager in Kansas, with Fidelity Union 
Life as supervisor in Texas and with 
Bankers Life of Iowa as a personal pro- 
ducer in Dallas. 


= 


R. R. Onderdonk 











Conn. General Names 
Van Horn at Cleveland 


J. William Van Horn has been pro- 
moted to manager at Cleveland for Con- 
necticut General. He succeeds R. R. 
Onderdonk, who has resigned to become 
general agent of Lincoln National in 
Detroit. 

Mr. Van Horn is a graduate of Sus- 
quehanna University and holds a mas- 
ter’s degree from University of Penn- 
sylvania. He was engaged in teaching 
and in related educational work before 
joining the Connecticut General’s Phila- 
delphia office in 1944. In 1946 he was 
—— assistant manager in Cleve- 
and. 





Names 5 Division Managers 


Life of Georgia has appointed four 
new division managers in Georgia and 
one in Virginia. They are W. G. Mor- 
rison, formerly district manager at Mari- 
etta, Ga., to manager of the newly cre- 
ated Marietta division; L. C. Woodall, 
formerly district manager at Griffin, Ga., 
to the new Griffin division; B. P. Davis, 
formerly district manager at Rome, Ga., 





i —_— 
to the new Rome division; S. Bert Kip. 
ard, formerly district manager at Macon 
Ga., to the new Macon division. Charles 
C. Hewett, formerly district manager gt 
Tuscaloosa, Ala., is transferred to 
Roanoke, Va., as manager of the new 
Roanoke division. 


W. R. Shaw to Nashville 


Wallace R. Shaw has been appointed 
home office representative in the Nash. 
ville group sales office of Prudential 
A_ graduate of Rutgers, he has bee, 
with Prudential since 1935. He was jp 
the home office until last August, when 
he was assigned to the Cincinnati, group 
sales office as service representative, 


D. V. Peterson Advanced 


Dennis V. Peterson, former assistant 
district manager of Equitable Society at 
Ogden, Utah, has been promoted to dig. 
trict manager. He is a navy veteran 
and a graduate of Utah Agricultural 
College. 











Ruff Named Supervisor 


Leo R. Porter, general agent at Salt 
Lake City of Columbian National Life 
has appointed C. M. Ruff, formerly with 
Lincoln National there, as agency super. 
visor. 





Branch at San Leandro 


Samuel W. Coombs, agency manager 
of Equitable Society at Oakland, has es- 
tablished a branch at San Leandro, Cal, 
Francis G. Jennings has been appointed 
branch manager with supe-vision over 
East Oakland and southern Alameda 
county territory. Mr. Coombs gave a 
dinner for him Dec. 2 at San Leandro, 





New Okla. City Agency 


Beneficial Standard Life of Los Ange- 
les has opened an agency in Oklahoma 
City with Ellis C. Foster and Donald 
Meek as general agents. 


SALES MEETS 


Northwestern Mutual Will . 
Hold Eastern Rally Jan. 2-3 


Northwestern Mutual will hold its an- 
nual eastern regional meeting for agents 
in the New England, middle and south 
Atlantic states at the Waldorf-Astoria 
Hotel in New York City, Jan. 2-3. It 
will be the first appearance before this 
group of Edmund Fitzgerald as presi- 
dent and of Philip K. Robinson as vice- 
president. Other home office officials 
as well as leaders in the Northwestern 
Mutual field organization will also be on 
the program. 

Roger L. Baldwin, general agent 
Washington, D. C., is chairman of the 
committee in charge; Glenn B. Dort, 
general agent Hartford; E. B. Redfield, 
Jr., Boston; Fred Kamens, Pittsburgh; 
P. E. Burke, Jr., district agent, Steuben- 
ville, O. New York area general agents 
in charge of local arrangements are C 
L. McMillen, chairman; A. J. Johannsen, 
Krueger & Davidson and Rowley & Tal- 
bot. L. J. Evans, assistant director of 
agencies, represents the home office on 
the committee. 


Standard L. & A. Sales Meet 


The annual sales meeting of Standard 
Life & Accident of Oklahoma City will 
be held Dec. 12. Following a welcom- 
ing address by President W. R. .Emer- 
son, C. B. Sherrill, Tulsa, will discuss 
“Individual Hospitalization,” Gale Rich- 
mond, Muskogee, “Group Hospitaliza- 
tion,” and Gregory Venters, Oklahoma 
City, “Lifetime Coverage.” : 

W. R. Savage of the home office will 
speak on “Underwriting,” A. H. Wood, 
home office, on “Collections,” and C 
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—— 
Freel, director of agencies, on 
fret ag Accident, Health and Life In- 


Standard L. & A. will show an 85% 
increase in premium volume for 1947, 
Mr. Freel said. 





surance as a Single Package.” 





~ NEWS OF LIFE 


ASSOCIATIONS 








Business Insurance Panel 
at No. Cal. Sales Congress 


One of the features of the northern 
California sales congress under the 
auspices of San Francisco Life Under- 
writers Assn. Jan, 21 will be a special 
panel on business insurance. T. A. Gal- 
lagher, assistant manager of Pruden- 
tial, will discuss insurance on sole pro- 
prietors, Leonard M. White, Northwest- 
ern Mutual, “key man” insurance, and 
Ralph Low, Cravens, Dargan & Co., 
general agents of Jefferson Standard, 
partnerships. ; 

The entire program, according to 
Murray Riskin, Equitable Society, who 
js general chairman, will be based on 
practical sales presentations. 


Morgan to Steer Wash. Rally 


Armin C. Morgan, Northern Life, has 
been appointed general chairman for the 
spring meeting of the Washington State 
Life Underwriters Assn., to be held in 
Spokane about April 30. He is secre- 
tary-treasurer of the Spokane associa- 
tion. Herman Schmidt, Jr., Equitable of 
Iowa, president of the Spokane associa- 
tion will serve as chairman of the pro- 
gram committee. Mr, Morgan is slated 
to become head of the Washington as- 
sociation at the spring meeting. La- 
mont R. Johnson, Minnesota Mutual, is 
handling publicity for the meeting. He 
is public relations chairman of the Spo- 
kane Association. The one day meeting 
will follow the Leaders’ Round Table 
program. 


Address 4 Pa. Sales Meets 


A circuit-riding group of speakers ad- 
dressed four sales congresses sponsored 
by the Pennsylvania State Assn. of Life 
Underwriters. The meetings were held 
at Scranton, Allentown, Altoona and, 
Erie on successive days. Besides Com- 
missioner Malone of Pennsylvania, the 
speakers included President Harold J. 
Cummings of Minnesota Mutual Life; 
Lloyd H. Feder, manager of the Ohio 
department of Reliance Life, and C. J. 
Clarke, Jr., of Pepper, Bodine & Stokes, 
Philadelphia. 

Commissioner Malone made a particu- 
larly fine impression by his talk on the 
agent’s responsibility to the public. He 
emphasized that since income taxes must 
remain high the only answer for the man 
who wants to provide for his family’s 
future is through life insurance and it is 
the responsibility of the agent to sell 
his fellow citizens on that idea. 


Oakland—David Kamp, general agent 
for New England Mutual at San Fran- 
cisco, talked on “Life Insurance Is Good 
Property.” L. K. Newfield, immediate 
past president, presented Richard Ben- 
obsky, president, a framed certificate 
from the National association in recog- 
nition of his year as president. 


Indianapolis — Three agents were 
awarded C.L.U. designation at a joint 
luncheon meeting of the Indianapolis 
C.L.U. chapter and the Indianapolis as- 
sociation, Wendell Barrett, chapter 
president, presented the candidates and 
E, A. Krueger, former national treasurer 
of the American Society of C.L.U., con- 
ferred the degrees. C. C. Jones presided. 
Kankakee, Ill.—Edwin H. Miller, New 
York Life, Chicago, addressed the county 
association on the methods he used in 
writing more than $1 million of life 
insurance in 1947. Whitney Ferris, vice- 
President, presided. 

Pittsburgh—M. J. Ream, general agent 
Mutual Benefit Life and president of the 
Pittsburgh association, addressed the 
Butler branch on “Turn on the Heat.” 
Jackson L. Obley, Penn Mutual, Pitts- 
burgh, will address the New Castle 
branch, Dec. 10 at Washington, Pa., on 
Prospecting Profitably.” Joseph N. La- 
tiano, assistant. manager of Mutual Life, 
Ellwood City, Pa., will speak on “Clien- 
tele Building for Success” at the lunch- 
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eon meeting of the New Castle branch, 
Dec. 18. 

Montreal—Lionel Leroux, Montreal 
lawyer, spoke on “Beneficiaries and the 
Transfer of Policies.”” The meeting was 
the first to be held under the recently 
adopted plan of holding meetings be- 
tween 4 and 6 p. m. instead of at lunch- 
eon. 

Kalamazoo—Floyd C. White, general 
agent of National Life of Vermont in 
Battle Creek, spoke on “Pertinent Points 
in Programming.” Plans were completed 
for a joint meeting in February with 
the Battle Creek association. 

San Francisco—J. Roger Deas, director 
of the National Conference of Christians 
and Jews, secretary of the San Francisco 
City Planning Commission for three 
years, will speak at the Christmas lunch- 
eon Dec. 18 on “A Public Relations Ex- 
pert Looks at the Selling Job of the Life 
Insurance Man.” 

Seattle—The association observed its 
40th anniversary with a special lunch- 
eon. Two charter members, Charles G. 
Cole and Ed Sears, and Dwight Mead, 
former president, were honored. Guest 
speaker was Arthur C. Coles, Vancouver, 
B. C., who discussed estate planning. 
Mr. Mead, who was 1914 president, re- 
viewed the history and purposes of the 
organization. 

Dallas— The November meeting was 
held under the auspices of the Dallas 
C.L.U. chapter, the speaker being John 
P. Williams, educational director of the 
American College. C.L.U. diplomas were 
presented to Raymond Campbell, Jr., 
Southwestern Life; J. Frank Smith, John 
Hancock, and C. D. Stephens, Prudential. 

Davenport, Ia. — H. S. McConachie, 
vice-president of American Mutual Life, 
spoke on “How Good Is My Job?” Ap- 
proximately 75 were on hand and each 
wore an identification tag to get every- 
one better acquainted. 

Sheboygan, Wis.— Ralph A. Holven- 
stot, manager Security Mutual, Apple- 
ton, Wis., spoke on “One of Our Greatest 
Economic Problems.” He discussed var- 
ious plans now being used to achieve 
economic security. Social security should 
always be considered, he said, and to it 
should be added personal savings and 
life insurance to make an adequate in- 
come protection for the wage earner’s 
family and his own retirement. 

Cedar Rapids — Eugene V. Boisaubin, 
brokerage manager of the St. Louis 
agency of General American, spoke on 
“Visual Sales aids.” 

Fort Worth—J. D. Edgecomb, John 
Hancock, Fort Worth, president Texas 
association, stressed the need of build- 
ing up the local association, which in 
turn strengthens the state and national 
bodies. He suggested seeking members 
among outlying communities in the Fort 
Worth area. He also mentioned the ex- 
pansion of mass sales and cited sev- 
eral cases. Mr. Edgecomb also mentioned 
the National association’s proposals for 
legislation to substitute for future is- 
suance of NSLI. The Fort Worth asso- 
ciation voted to raise its dues from $7.50 
to $10. 

Detroit — Rudolf Leitman, Detroit 
agent of New York Life and member of 
the Million Dollar Round Table, spoke 
on “Debunking the Million Dollar Pro- 
ducer”. 

Los Angeles—At a breakfast meeting 
Dec. 10, a welcome will be extended to 
all the new members. Speakers will be 
E. A. Ellis, Pacific Mutual Life, and Roger 
Lang, Prudential. 








Employes Like Adviser Plan 


Employes of Massachusetts Mutual 
and their dependents have purchased 
nearly $2% million of life insurance and 
annuities through the home office insur- 
ance adviser plan started in 1938. In ad- 
dition, hundreds of service transactions 
have been completed, representing 
changes in plans of insurance, rear- 
rangement of benefits, changes in 
method of premium payment and many 
other details including service and coun- 
sel to employes entering and returning 
from the armed forces. The plan is op- 
erated in cooperation with Litchard & 
Cook, western Massachusetts general 
agents. 








IF YOU CAN'T BE LOYAL—QUIT! 


Loyalty to your company and 
agency is a vital factor in 
determining your ultimate 
success. | 


If you berate those with whom 
you are associated you are 
condemning yourself because 
you are a part of the organiza- 
tion until you quit or force the 
boss to fire you. 


So, if you can't be loyal—resign. 
Then you can damn your 
former associates to your 
heart's content. 


And you will be the only loser! 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


Columbus 16, Ohio 
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Sierling Is Now 
Operating Solely 
on Agency Basis 


Sterling of Chicago thas changed to 
the agency basis and from now on will 
concentrate its sales efforts solely on 
the development of its agency plant. It 
has discontinued its former plan of 
selling direct to the public. 

Sterling’s sales efforts, formerly 
mainly in the field of limited health and 
accident policies and small units of life 
insurance, were recently expanded to in- 
clude a full coverage line of A. & H., 
hospitalization, medical reimbursement 
and a standard line of life contracts, all 
primarily developed for agency sales. 

General agents have been appointed 


in Ohio, Missouri, Iowa, Kentucky and 
Illinois. Plans are under way to qualify 
in many other states, according to Louis 
A. Breskin, president, who said that the 
rapid success of general agencies already 
established has brought about this rad- 
ical change in the plan of operation from 
direct sales to promotion through its 
general agencies. A vigorous campaign 
in insurance publications is being under- 
taken to promote this program. Use of 
other media is scheduled for direct as- 
sistance to general agents. 

Mr. Breskin is enthusiastic about the 
new basis of operation and is confident 
that Sterling’s growth under it will far 
overshadow its past successful record. 


Ohio Annual Meet April 9 


The Ohio Assn. of Accident and 
Health Underwriters will hold its an- 
nual convention at Columbus, April 9. 
William Dignan of Cincinnati is presi- 
dent of the. association and Homer 
Trantham of Columbus secretary and 
counsel. 











DID YOU KNOW 


that the wide facilities and excellent 
service of the Manufacturers Life include: 


DOUBLE FAMILY IN- 
COME BENEFIT ($20 
monthly income per $1000) 


MORTGAGE REDEMP.- 
TION PLANS — geared to 
F.H.A. 


PENSION TRUSTS — with 
Life Insurance or 100% on 


Deferred Annuities 


INSURANCE ON SE- 
LECTED DIABETICS 


UP TO $200,000 SINGLE 
PREMIUM on Life, End. 
and Annuity Plans 


LOW TERM RATES on 5, 
10, 15, 20 year and One Year 
Renewable Plans 


FAMILY INCOME TO AGE 
65 — also regular 10, 15 and 
20 year F.I.B. 


FOREIGN TRAVEL and 
RESIDENCE COVERAGE 


PARTICIPATING and NON- 
PARTICIPATING RATES 


INSURANCE IN FORCE 969 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 330 MILLION DOLLARS 
THE 


MANUFACTURERS 


INSURANCE 


HEAD OFFICE ® 


LIFE COMPANY 


TORONTO, 


CANADA 
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Do You Think You Are a Good Producer? 


If so we think you can make some real money 


with our general agents' contract. 


Attractive Territory Available In 


IOWA 
ARKANSAS 


KENTUCKY 
LOUISIANA 


MISSOURI 
MISSISSIPPI 


For further information write to J. DE WITT MILLS, Supt. of Agents. 


MUTUAL SAVINGS 


aoe 
MIS SOUR/S FIRST WHOLLY MUTUAL LEGAL RESERVE COMPAN> 


812 Olive Street 





Allen May, President 


St. Louis 1, Mo. 


Wichita Sales Congress 
to Be Held Feb. 16-17 


The Wichita Assn. of Accident & 
Health Underwriters will hold its sales 
congress Feb. 16-17, open to all acci- 
dent and health men and women in 
Kansas and northern Oklahoma. E. L. 
Mack, Provident Life & Accident, 
Wichita association treasurer, has been 
named general chairman by President 
C. Ray Tyler, Loyalty group. Claude 
Jackson, Interstate Business Men’s Ac- 
cident, is publicity chairman. Margaret 
Teitzel, B.M.A., secretary of the 
Wichita association, will assist in ar- 
rangements. The Wichita congress 
last year attracted a registration of 
near 200. Several general agents will 
hold agency meetings at the time, as 
was done last year. 

Plans for the sales congress were an- 
nounced at last week’s meeting of the 
Wichita association, at which Harry 
Tharpe, Tharpe Adjustment Co., 
Wichita, spoke on “Workmen’s Com- 
pensation,’ outlining how it affects 
A. & H. underwriting. At this meeting 
it was voted to divide the offices of sec- 
retary and treasurer and Mr. Mack was 
named treasurer. 


New Cal. U. C. D. Rules 


LOS ANGEL ES—Commissioner 
Downey has promulgated new rules and 
regulations relating to U.C.D. policies 
under voluntary plans, effective on Jan. 
1, 1948. They outline the filing and ap- 
proval of policies, required and optional 
provisions, and rules for issuance of 
policies. ; 


AGENCY NEWS — 


Aetna Life Honors Derr on 
Retirement After 35 Years 


NEWARK—After 35 years with the 
Aetna Life, Arthur G. Derr, general 
agent at Newark, will retire from active 
service Dec. 23. He will be tendered a 
luncheon by the company on Dec. 8, 
which will be attended by more than 
125 guests. 

Mr. Derr started with the company in 
1912 at Pittsburgh, where he remained 
for nine years. He was then made gen- 
eral agent at Erie, Pa. He established 
an agency in Florida two years later 
and in 1933 he went to Newark. 

He has taken an interest in associa- 
tion work, having been secretary of the 
Pittsburgh association, two term presi- 
dent of the Florida association and pres- 
ident of the General Agents and Man- 
agers Assn. of Northern New Jersey. 

Attending the luncheon will be Mor- 
gan B. Brainard, president; R. B. Cool- 
idge, vice-president; W. H. Dallas, vice- 
president; D. E. Hanson, superintendent 
of agencies, N. M. De Nezzo, assistant 
superintendent of agencies, all of the 
Aetna Life, many of the company’s gen- 
eral agents in Greater New York, and 
all of the members of the ‘General 
Agents and Managers Assn. of Northern 
New Jersey, C. M. Shanks, president 
Prudential; John S. Thompson, presi- 
dent Mutual Benefit Life and Ralph R. 
Lounsbury, president Bankers National. 


Murrell Bros. Expanding 


The San Francisco agency of Mutual 
Benefi Life, headed by Murrell Bros., 
has moved to larger quarters in 548 Mills 
Tower. The telephone number remains 
SUtter 1-5520. The new quarters, which 
have many individual offices, are the 
third home of Mutual Benefit in its 65 
years in San Francisco. In the past 12 
months the agency has paid for $8 mil- 
lion with more than $350,000 in an- 
nual premiums. The agency has climbed 
from 26th to sixth place and has nosed 
out Los Angeles, the other Murrell 
Bros, agency. The six men added in 
1946 averaged $623,000 in 1947. The 12 
1947 men, all added since April, are av- 
eraging $16,000 per month and three 
sales. 

Morrison Currey, for 35 years agency 














cashier, has been promoted to brokerage 
manager. Mildred Dewees has _ beg 
made cashier. She was_ formerly jy 
Washington in the Navy Department, 

Murrell Bros. expect to appoint dis. 
trict managers at San Jose, Oaklan 
Stockton anad Fresno shortly, Probably 
from among their associates. 


MANAGERS 


“Fraudulent Check” Talk = 


The Austin (Tex.) Life Agency 
Cashiers Assn. heard Spurgeon Breed, 
agency secretary of Western Resery 
Life, speak on “Fraudulent Checks.” My 
Breed stressed the importance of care 
in securing identification of the one 
presenting the check and emphasized 
that there is always an effort for a “rysh 
act.’ 


L. O.M. A. Course at Boston 


The Boston Life Insurance Cashiers 
Assn. will sponsor a Life Office Man. 
agement Assn. class in Boston in the 
near future. A preliminary meeting was 
held Dec. 4 at the office of Alex ¥ 
Hammer, general agent of Provident 
Mutual Life. 


Chicago Cashiers’ Party 


The Cashiers Division of the Chicago 
Assn. of Life Underwriters will hold its 
annual Christmas party at Central Y. ¥, 
C. A. Dec. 16. There will be dinner, 
music and games. 




















Cedar Rapids Managers Meet 


Frank Frambes, general agent of Pa- 
cific Mutual in Cedar Rapids, addressed 
the Cedar Rapids General Agents & 
Managers Assn. on the training and 
selection of agents. Mr. Frambes is sec- 
retary of the association. 


COMPANIES 


Complete Organization 
of New Piedmont Life 


ATLANTA—Permanent organization 
of the new Piedmont Life was com- 
pleted here following a meeting of stock- 
holders. 

Issuance of $200,000 common stock 
was authorized. The charter provides 
that $1 million stock may be issued and 
it is planned that additional shares will 
be issued later. It will start with assets 
of $400,000. 

H. Benford Ford was elected chait- 
man; Everett Strupper, president; W. C. 
Cottingham, first vice-president; T. C. 
Danier, second vice-president; Don A. 
Lambert, treasurer; Harrell McEachern, 
assistant treasurer; Alexander E. Wil 
son, Jr., secretary, and John E. Branch, 
assistant secretary. Wilson & Branch 
are general counsel. 














Northern, Can., Past $100 Million 


Northern Life of Canada has passed 
the $100 million mark of insurance if 
force. The announcement was made at 
a meeting of the company’s agency mat- 
— and district managers at London, 

nt. 





PENTER'S UNDERWRITER 


Accident — Health — Hospitalization 
An indispensable adjunct to Home Office, 
Branch Office, Underwriting and Claim 
Departments. Equally indispensable in 
training old and new life, accident and 
health agents in the profitable method of 
field underwriting. 


Practical Gift to 1947 Sales Club Members 
885 pages — 6” by 9” — Illustrated 
30 Chapters Single copy $10.00 


Paramount Publishing House 
108 N. Second Avenue Dallas 1, Texas. 
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Annuity Study Suggests Tax Changes 





distributions of lump-sum payments un- 
der retirement plans, etc. : 

The report says that tax exemptions 
of payments of benefits under their in- 
surance contracts to survivors of em- 
ployes who die before retirement tends 
to discriminate against beneficiaries un- 
der other types of plans who receive 
refunds payable on death of the em- 
ploye prior to retirement which, al- 
though similar in substance, do not 
qualify as life insurance proceeds and 
are thus taxable. 


Employer and Employe Contributions 


The department discusses comparative 
treatment of employer and employe con- 
tributions under retirement pians and 
says the present law has tended to en- 
courage noncontributory as against con- 
tributory plans, and under the latter type 
of plans, a higher ratio of employer to 
employe contributions. It is estimated 
roughly two-thirds of qualified industrial 
retirement pension plans are noncontrib- 
utory. 

Exemption of installment payments of 
life insurance proceeds by reason of 
death of the insured, the department 
says, makes. possible exclusion from tax- 
able income of a larger aggregate 
amount than the lump sum payable at 
time of death of insured. 

“This exemption of the interest in- 
come encourages the choice of install- 
ment payments of insurance proceeds,” 
the department said, “and discriminates 
against the widow or other heir whose 
share in an estate is invested directly in 
government bonds or a farm or business 
as compared with one whose capital is 
held for investment in the form of life 
insurance reserves.” 


Tax Avoidance 


Tax avoidance under deferred an- 
nuity contracts is another problem, also 
areas of uncertainty in treatment of an- 
nuities, including the definition of an- 
nuities and treatment of refund annu- 
ities. 

Illustrations are given of how alterna- 
tive methods suggested as a substitute 
for the 3% rule or otherwise to correct 
inequities, would work out. The report 
says determination of the income por- 
tion of annuity payments under average 
life-expectancy methods “appears to 
offer a fair and rational way of segre- 
gating income and capital elements of 
annuity for income tax purposes.” 

Application of the average life-expect- 
ancy method to the several lives involved 
under joint and survivor annuity plans is 
pronounced consistent with the pres- 
ent law’s approach of treating such an 
annuity as income in the hands of the 
survivor to the same extent as if it had 
been received by the original annui- 
tant, Another way is to apply the com- 
muted-value basis or method to the sur- 
vivor; a third is the split cost method. 


Treatment of Refund Annuities 


Treatment of refund annuities is dis- 
cussed in the report. More adequate 
Provision for capital recovery is sug- 
gested in connection with modification 
of the 3% rule. Deduction for losses 
incurred by short-lived annuitants is 
discussed, also the reserve earnings ap- 
proach, and transition problems. 

In the event a new method of treat- 
ment of annuities is adopted, the de- 
partment describes alternative methods 
that could be applied during the transi- 
tion period. Methods are outlined for 
treatment of OASI and railroad retire- 
ment benefits. 

Treatment of lump-sum receipts as 
capital gains is mentioned, also treat- 
ment of purchase of a single-premium 
annuity outside a qualified plan. Refer- 
ring to installment payment of life in- 
surance proceeds paid by reason of 
death of the insured, the report says: 





“Under equal tax treatment for in- 
e 


(CONTINUED FROM PAGE 3) 
= 
clude proposals of special age exemption come derived from annuity and insur- 
in lieu of retirement income exemption, ance policies, installment payments of 


life insurance proceeds would be treated 
as an annuity for which the considera- 
tion would be deemed to be the lump 
sum payable to the beneficiary or the 
commuted value of the installment pay- 
ment rights at the time of the death of 
the insured.” 

To place contributory and non-con- 
tributory pensions on a comparable tax 
basis, one possibility would be to in- 
clude employer contributions in the em- 
ploye’s income for tax purposes. The de- 
partment thinks this would be unfair 
where vesting in the employe is inade- 
quate to warrant current taxation. Such 
inequities might be avoided by making 
full vesting of benefits a requirement for 
qualified plans. This approach would in- 
crease individual income tax liabilities 
for employes under qualified retirement 
plans, and would remove a substantial 
part of the present favorable treat- 
ment accorded such plans. 

Current deduction of employe con- 
tributions would involve substantial rev- 
enue losses, the department says. In a 
comprehensive revision of annuity pro- 
visions, the report suggests, one ob- 
jective would be to minimize the area 
of uncertainty in the definition and treat- 
ment of annuities. 


Pa. J oint-Property 
Law Is Held Void 


(CONTINUED FROM PAGE 1) 


Shippen Lewis, paid his premium of 
$96.11 Oct. 1, 1947, he informed Penn 
Mutual that it was made up of three 
parts: $24 which he obtained Sept. 30 
as life tenant of a trust created many 
years before by his grandfather; $42 by 
endorsing a check he received Sept. 30 
as a dividend on stock he had owned 
since 1943; and the balance in cash 
which he had owned before Sept. 1, 
1947, the law’s effective date. Thus 
the suit blanketed the various situations 
that might arise with respect to sources 
of funds used to pay premiums. The 
judge also remarked that “the suit is 
obviously a friendly one among. all 
parties and. . .the transactions involved 
were entered into only for the purpose 
of obtaining a judicial interpretation of 
the statute and a decision as to its 
validity.” 

Action on Real Estate Investments 


In upholding the constitutionality of 
the law permitting insurance companies 
to invest in real estate and construction 
in Pennsylvania the court held that the 
legislature acted within its jurisdiction 
“by enlarging the investment powers” 
of insurance companies. 

Charges in the case that the insurance 
investment law violated another state 
law providing that “no corporation 
shall engage in any business other than 
that expressly authorized in its char- 
ter,” did not stand up. ‘ 

The court held that the life insurance 
business is necessarily concerned with 
innumerable transactions involving 
every conceivable kind of property and 
interests in property and that these may 
all be dealt with in their necessary and 
proper relation to the life insurance busi- 
ness within the limitation specifically 
stated in the statute without crossing 
the line separating a life insurance from 
a real estate business. 

The legislature could properly con- 
clude that unless insurance companies 
were granted larger fields of invest- 
ment, the life insurance business could 
not be properly carried on, the court 
stated. 








Liberty Life & Accident Assn. of 
Muskegon, Mich., is offering an infantile 
paralysis policy with benefits up to 
$5,000. 





FOR PERSONAL PRODUCERS ONLY 


If you are a successful personal pro- 
ducer who is interested in becoming a 
General Agent and if you are capable of 
broadening your efforts communicate with 


us. 


* * * * 


Our General Agency contract includes 
life, accident and health, and hospitaliza- 


tion insurance. 


- S 8 ®@ 


Even your second year renewal under 
our combination plan should be a substan- 


tial income. 


* * «+ * 


We teach you how to recruit, train, and 
supervise agents. Correspondence confi- 


dential. 


HUGH D. HART 
Vice President and Director of Agencies 


illinois Bankers 
Life Assurance Company 


Monmouth, Illinois 














INCREASE YOUR SALES 


COMPLETE INSURANCE PROTECTION FOR YOUR 
POLICYHOLDERS 
Life 
Including Juvenile — Family Group — Retirement Bonds 


Accident — Health — Hospitalization 
Lifetime Disability Coverage 


AGENCY OPENINGS IN 


Calif., Il., Ind., Kans., Mich., Mo., Neb., N. J., N. D., Ohio, 
Wis. and Wyo. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


C. G. Ashbrook, Vice Pres.-Supt. of Agencies 
North American Building, Chicago 3, Illinois 
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Ruling Draft Points to Employe Status 


(CONTINUED FROM PAGE 1) 





the light of Supreme Court decisions, 
the bureau is now holding a less legal- 
istic view of agents as employes. 

_ Evidence of this bureau’s changed at- 
titude may be inferred from various 
Passages in the proposed ruling. For 
example, it is stated that “whether an 
individual is an employe under the fed- 
eral insurance contributions act must be 
determined primarily from the terms 
and purposes of the pertinent provisions 
of the social security legislation, of 
which such act is a part.... The term 
employe’ is not a word of art having a 
definite meaning. The relationship of 
employer and employe for the purposes 
of the social security legislation and 
the regulations in this part is not re- 
stricted by the technical legal relation of 
‘master and servant’ as the common law 
has developed that relation in all its 
variations; and at the same time the re- 
lationship of employer and employe does 
not include the entire area of rendering 
service to others.” 

The term “economic reality’ recurs 
frequently in the draft regulation as the 
criterion of an individual’s status. In 
the list of factors to be taken into ac- 
count in arriving at the “economic real- 
ity” of his situation the draft mentions 
degree of control over the individual, 
even though control is not at all close; 
permanency of relation, integration of 
the individual’s work in the business to 
which he renders service; skill required 
of the individual—the less skill, the 
greater the likelihood of his being con- 
sidered an employe; investment by the 
individual in facilities for work; and op- 
portunities of the individual for profit 
or loss. 

The ruling draft makes it clear that 
no one factor is controlling but that all 
must be considered in their composite 
effect. However, one fact or element 
may tend to establish the existence of 


uality Business. 


4. Personalized 
Home 


VIRGINIA * 
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more than one factor. For example, 
the fact that the person for whom the 
services are performed has the right to 
terminate the relationship without cause 
or on short notice is relevant not only 
to control as a factor but also to per- 
manency as a factor. “Generally, the 
right or power to terminate the rela- 
tionship without cause or on short notice 
also points directly to the existence of 
the employer-employe relationship,” the 
draft states. 


Tends to Establish Dependence 


Permanency of relationship is not 
intended to mean that the individual 
cannot be discharged but merely that 
the relationship is normally a continu- 
ing one Such a relationship, the draft 
states, “tends to establish the depen- 
dence of the individual upon the busi- 
ness (of the person for whom the serv- 
ices are performed) as a matter of eco- 
nomic reality.” 

‘Integration of services: “. . . the fact 
the the services of the individual are 
performed in accordance with the pro- 
cedures or at times fixed by the per- 
son for whom they are performed; the 
fact that the person for whom the serv- 
ices are performed furnishes the place 
for the work, or the tools or equip- 
ment; the fact that the services... are 
of the same nature and performed in the 
same manner as those performed by in- 
dividuals admitted to be employes; the 
fact that the services of the individual 
are performed in or under the name 
or trade name of the person for whom 
the services are performed; the fact that 
the services of the individual support 
or affect good will of the person for 
whom the services are performed and 


“not separate good will as an asset of the 


individual; the fact that services of the 
individual are performed under the li- 
cense of the person for whom the serv- 
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ices are performed or under any license 
which permits performance only for 
the person for whom the services are 
performed” are listed as tending to 
show that the individual’s services are 
integrated with the business to which 
he renders service, which status is 
deemed to point to an employer-employe 
relationship. 


Education Not “Investment” 


The draft ruling mentions that the 
greater the individual’s investment in 
facilities used by him in his work, the 
greater his independence. “Investment” 
does not mean education, training, or 
experience, however. 

“‘Profit or loss’ generally implies 
the use of capital by the individual in a 
going business of his own,” the draft 
states, “Thus, mere opportunity for 
higher earnings, such as from pay on a 
piecework basis or the possibility of gain 
or loss from a commission arrange- 
ment, without capital as a material in- 
come producing element, is not implied 
in the term ‘profit or loss’ as here used. 
Whether a profit is realized or loss suf- 
fered is generally dependent to an im- 
portant degree upon management de- 
cisions by the individual.” 

Representatives of insurance com- 
panies and agents’ organizations con- 
ferred with the internal revenue bureau 
some time ago regarding the proposed 
revision of its regulations. 

In connection with the revision of 
internal revenue regulations, it is un- 
derstood that the social security admin- 
istration has been conferring with the 
bureau with a view to getting its own 
regulations revised and bringing those 
of the two agencies into accord. 

In the past, social security has held 
many agents are employes entitled to 
social security benefits. But the revenue 
bureau is said to have held, in general, 
that agents are not employes and there- 
fore not subject to social security taxa- 
tion. The result has been that a number 
of agents have gotten benefits without 
paying taxes. 

However, an exception to this pro- 
gram has applied in the case of a num- 
ber of companies and their agents. In 
these cases, the companies are reported 
to have agreed with the government 
departments concerned that their agents 
are employes, subject to tax and entitled 
to benefits. 

Government officials admit that the 
revenue bureau looks at social security 
problems from the standpoint of the 
employer, while the social security ad- 
ministration views them from the em- 
ploye’s standpoint. The impending reg- 
ulation revision is attempting to recon- 
cile these viewpoints. 

Social security official sources report 
that social security regulation No. 3, 
dealing with OASI under Title II of the 
social security act, is in process of 
amendment and will follow along the 
same line as the new internal revenue 
regulations. The new SSA regulation, it 
was said, will “liberalize slightly” pro- 
visions of the present regulation with 
reference to the “employe” status of 


agents and certain other classes of 
workers, ‘ 
However, SSA officials say “there 


will still be the problem of determining 
whether an employe-employer relation- 
ship exists.” Such determination regard- 
ing agents, it was said, will depend in 
any individual case, upon what kind of 
contract or working arrangement exists 
between company and agent. 





Says Higher Taxes May 
Cut Life Insurance Buying 


ST. LOUIS — An ever-increasing 
number of women are going into ca- 
reers and the green light says “Go” for 
women in the insurance business today, 
Elsie ‘M. Matthews, Manhattan Life 
general agent at Montclair, N. J., for- 
mer chairman of the Women’s Quarter- 
Million Round Table, declared in her 
talk “Are Signals Clear for Women in 
Business?” before the women’s division 
of the Life Underwriters Assn. of St. 
Louis. 

She said it is necessary to take into 


consideration the purchasing power of 
American families and the effect 
governmental expenditures and debts on 
what people will be able to spend for 
life insurance. She spoke especially of 
the effect of such large expenditures a, 
— contemplated under the Marshal 
plan. 

She said that on Jan. 1, 1946, ther 
were 2,800 women agents with ordj 
life companies and on Jan. 1, 1947, th 
total had increased to 3,300. Howeye 
the number of women on _ industrial 
debits dropped from 4,400 to only 2,0 
due, of course, to returning G.I.s taking 
over their old jobs. 


Lincoln Nat'l Agents Set 
Record in “Cross. Month” 


Celebrating its first “Cross month” jp 
November, honoring Cecil F. ‘Cross, vice. 
president and manager of agencies, Lin. 
coln National Life set a record for yo. 
ume cf new business submitted in any 
month of the company’s history. 

The contest reached its climax in the 
closing week when agents submitted 
20% more business than in any pre. 
ceding week. Agents submitted 26% 
more business last month than in Npo. 
vember, 1946, until now the largest 
November in the company’s history, 








Managers Hear Lafot 


LOS ANGELES—The Life Mana. 
gers Assn. of Los Angeles, heard Lloyd 
Lafot, inspector of agencies southerm 
Pacific department, New York Life 
speak on “The Work Habit Pattern” 
He described the plan he uses in train. 
ing the new man. He declared that spe. 
cific objectives for the agent help bring 
him to a successful career. This ties in 
with the training on objectives. 

He said that the work habit pattern 
is intended to make the agent a career 
man insuring 100 lives per year. He 
gave statistics showing that 31 men 
trained in the work habit plan had, with- 
in a given period turned in 2,605 appli. 
cations for more than $8,800,000 and 
had paid for 2,253 policies for more 
than $6,400,000, with an average policy 
of $3,170. 





Propose Pensions for All 


The New York City Bar Assn. has 
proposed to the House ways and means 
committee an idea to set up a self-finane- 
ing pension plan for everyone in the 
nation who works for a living. Accord- 
ing to the proposition a person can in- 
vest as much as 15% of his annual earn- 
ings up to $10,000 a year in special 
government bonds. These bonds would 
be held until the individual retires and 
the money invested would not be sub- 
ject to income taxes until the bonds are 
cashed. 


WANT ADS 


Permanent position with progressive Chicago 
legal reserve life insurance company for young 
man who can qualify as home office life under 
writer. Good opportunity for advancement. 
Address N-95, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 





























AVAILABLE 
February {, General Agent under forty-five, representing 
medium sized company writing life, group, and accident 
and health desires change. Fifteen years experience, 
eight with present company. Prefer Home Office connec: 
tion as Supervisor, State Manager or Manager of estab. 
lished agency in Arizona, New Mexico or Texas. Good 
record as General Agent, best of references. 
0-14, The National Underwriter, 175 W. Jackson Blvd, 
Chicago 4, IIlinois. 





a 
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A splendid opportunity for ambitious young 
man, experience in Health and Accident under 
writing, is open in Home Office of midwestem 
insurance company in a department which is 
just or developed. Address O-17, 

ational Underwriter, 175 W. Jackson Blvd. 
Chicago 4, Illinois. 
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Equitable of lowa Reduces 


Some Term Rates 

Equitable Life of Iowa Monday re- 
duced premiums on its five year term 
and term to age 65 policies, which are 
non-participating, and on its multiple 
protection supplemental agreement, 
which is term insurance issued in con- 
nection with both participating and non- 
participating insurance. 

The amount payable at death of in- 
sured under new juvenile policies issued 
at age 0 now is limited to $250 in first 
policy year only per $1,000 of ultimate 
amount. In all other cases death bene- 
ft now is full face amount. Rates have 
been revised to take into consideration 
the higher death benefit payable before 
age 5. These policies cannot be issued 
in New York below insurance age 5. 

New annual premiums for term insur- 


ance are: 
5 Yr. Termto -——Mult. Prot.——, 
¥ 20 Yr. 


Age Term Age65 10Yr. 15 Yr. 

15..$ 5.96 $ 836 $ 3.85 3.96 $ 4.14 
16.. 6.02 8.57 3.91 4.07 4.27 
17.. 6.08 8.77 3.99 4.16 4.38 
18.. 6.15 8.97 4.07 4.25 4.50 
19.. 6.21 9.17 4.16 4.34 4.62 
20.. 6.26 9.37 4.23 4.44 4.75 
21.. 6.32 9.55 4.29 4.52 4.87 
22.. 6.35 9.74 4.35 4.61 4.99 
23.. 6.39 9.94 4.42 4.71 5.14 
4%... 6.41 10.13 4.48 4.81 5.27 
95.. 6.43 10.34 4.56 4.92 5.44 
26.. 6.45 10.54 4.64 5.05 5.61 
97.. 6.48 10.77 4.75 5.20 5.82 
a8.. 652 11.01 4.87 5.37 6.05 
29.. 6.58 11.27 5.02 5.57 6.32 
30.. 6.66 11.55 5.19 5.80 6.62 
1... 6.77 31-87 5.40 6.07 6.97 
32.. 6.92 12.18 5.62 6.36 7.35 
33.. 7.07 12.54 5.89 6.70 7.78 
ee. Tas 6 E398 6.20 7.09 8.27 
$5.. 7.51 13.34 6.54 7.52 8.81 
mc C80 | «ISL 7F 6.92 8.00 9.40 
37.. 8.10 14.25 7.36 8.54 10.07 
38.. 8.46 14.75 7.83 9.13 10.79 
39.. 8.86 15.27 8.35 9.78 11.58 
40.. 9.30 15.83 8.93 10.49 12.45 
4i:. 9.81 16.42 9.56 11.27 13.39 
42,, 10.85 17.05 10.26 12.138 14.44 
43,. 10.96 17.72 11.03 13.08 15.57 
Aa 11.68 «818.45 F288 146.12 Tess 
45.. 12.39 19.20 12.81 15.26 18.20 
46,. 18.21 20.01 13.82 16.50 ean 
47,, 14.12 20.86 14.93 17.85 

48.. 15.12 21.77 16.15 19.34 

49.. 16.23 22.70- 17.46 20.94 

50.. 17.44 23.66 18.87 22.66 

51.. 18.77 24.68 20.42 seme 

52.. 20.22 25.71 22.08 ses 

53.. 21.79 26.77 23.89 é 

54.. 23.47 27.84 25.82 ° 

55.. 25.29 28.92 27.92 ob 





Sidney Salomon, Jr., prominent St. 
Louis life agent, was a member of the 
group associated with former Postmas- 
ter-general Hannegan in the purchase 
of the St. Louis Cardinals. They were 
also associated in the recent purchase 
of the Railway Exchange building in 
St. Louis and the Merchandise Mart 
building in Chicago with Joseph Ken- 
nedy, former American ambassador to 
Great Britain, now a Boston depart- 
ment store owner. 


Needn’‘t Always Yield on 


“Premiums Paid Indirectly” 


With careful planning and clear evi- 
dence of independent expenditures it is 
frequently possible to successfully chal- 
lenge the government’s contention that 
premiums are “paid indirectly by the 
decedent,” said Samuel J. Foosaner, 
Newark tax attorney and counsel of the 
New Jersey State Life Underwriters 
Assn., in his’ talk before the Philadel- 
phia C.L.U. chapter. 

Mr. Foosaner said that life insurance 
may be held to have been paid indirectly 
by the insured where he transferred 
funds by gift or otherwise to his wife 
or some other transferee who in turn 
paid the premiums even though the 
funds are not traceable to precise out- 
lays by the insured; where they were 
paid by an alter ego corporation; where 
they were paid by a corporation not as 
alter ego, but pursuant to his direction; 
where they were paid by a trust, the 
income of which is taxable to him; 
where they were paid by his employer 
and charged to him as additional com- 
pensation; where they were paid or 
derived from property solely owned by 
him; where they were paid from com- 
munity property, except to the extent 
that it can be shown they arose from 
sums earned for personal services ren- 
dered or from holdings comprising the 
separate property of the decedent’s sur- 
viving spouse; or in any situation where 
they are traceable to precise sums fur- 
nished by the insured. 

Mr. Foosaner said that the Treasury 
takes the position that the phrase “paid 
indirectly by the decendent” is intended 
to be broad in scope and that because 
of this, notwithstanding the attempt to 
clarify those situations in which pre- 
miums may be considered to have been 
paid indirectly by the decedent every 
case presents a situation entitled to in- 
dividual consideration and conclusions. 





Conn. General Rejoins Bureau 

Connecticut General Life has been 
elected to membership in the Bureau of 
Accident & Health Underwriters. It was 
a charter member but resigned in 1943. 
Pittsburgh Supervisors Party 

The Christmas party of the Pittsburgh 
Life Supervisors Club will be held at 
noon Dec. 8 at Hotel Roosevelt. Officers 
will be elected. 





John Oien has been named district 
manager of Old Line Life at Ashland, 
Wis. He succeeds Harold Sollie, who 
has become manager of Hotel Menard 
but will continue as a special agent. 
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Saturday Closing 
Extends Grace Days 


Agencies that enjoy a two-day week- 
end may be extending the period of 
grace for policyholders whose last day 
of grace would normally fall on Satur- 
day. The majority of home office execu- 
tives seem to favor the idea of the auto- 
matic extension and feel the insured is 
protected until Monday, just as he 
would be if the last day of grace were 
Sunday. Where the office is closed, they 
say, the period of grace is extended to 
the next business day. 

Taking the opposite view, one lawyer 
pointed out that the policy issued by his 
company calls for payment to the home 
office. He said that any policyholder, 
trying to pay a premium on the last day 
of grace, could send a check or money 
order through the: mail and would be 
covered if the envelope was postmarked 
before midnight. He did not say this 
was company policy, but merely his own 
opinion, as to what would be fair to all 
the policyholders. 

The majority opinion on the subject 
is that the days of grace should be ex- 
tended and that a claim based on a 
policy under such conditions would be 
honored. One lawyer made the point 


that a question of public relations was 
involved, but more important, he did 
not think that any court would find for 
the company if the insured died on Sun- 
day, the day after the last day of grace, 
if the local office was closed on Satur- 
day, and especially if the insured had 
been in the habit of paying his premium 
in person at the local agency. 

There seems to be little question that 
if the policyholder cannot make his pay- 
ment in his customary way on the last 
day of grace, he has until the next busi- 
ness day to pay his premium. This is 
true, according to one lawyer, if the 
entire office force leaves the office 
locked for any time during the working 
day and the beneficiary can prove that 
there was no one in attendance to re- 
ceive the policyholder’s premium. If, 
for instance, an office closed so that ihe 
employes could attend the wedding of a 
co-worker from three to five in the af- 
ternoon, then the company would be li- 
able until the next business day. 





Guardian's Dallas Agency Opens 

Opening of the Dallas agency of 
Guardian Life was celebrated at a lunch- 
eon. E. E. Dale is manager. Guard- 
ian’s president, James A McLain, and 
agency vice-president, F. F. Weiden- 
borner, were on hand. 
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WE ARE STILL “IMPROVING” 
THE “FIELD MAN‘S CONTRACT” 


NEW ADDITIONS — 
A—Life Time Renewals 
B—Group Insurance 


C—Group Hospitalization 


UP-TO-DATE POLICY FORMS 
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A “Career Mans” Company 


Guarantee Mutual Life Company 
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Year-Round “Fraternal 
Week” Effort Reported 
by Chairman Mallett 


Greater participation in civic and 
community activities took place during 
Fraternal Insurance Week in 1948 than 
ever before, the committee in charge 
headed by F. B. Mallett of Protected 
Home Circle, Sharon, Pa., reports. In 
recent years observance of the week has 
been changed markedly from a mere 
meeting of state congresses, individual 
societies and lodges at which there were 
programs of addresses, ceremonies, etc., 
to the present status in which a great 
deal of worth-while work is done. 


Various Projects Promoted 


For instance, the Oregon Fraternal 
Congress this year reported it conducted 
a project to raise money for the Oregon 
Chin-Up Ciub which is composed of 
1,604 physically handicapped individuals 
who are banded together for mutual 
health and friendship. Fifteen societies 
‘in the congress participated in raising 
nearly $1,000 for the club’s building 
fund. 

“We tried to encourage and educate 
the societies to do more than promote 
the publicity afforded by Fraternal 
Week,” the committee stated, “such as 
our fraternal magazines and newspaper 
publicity, securing proclamations by 
governors of states and mayors of cities. 
Many state fraternal congresses were 
very helpful in securving these proclama- 
tions. 


Sherin Named lst Deputy 
of lowa Department 
DES MOINES—W. H. Sherin has 


been appointed first deputy of the Iowa 
department. He has been serving as 
actuary in charge of the life depart- 
ment. He has been with the depart- 
ment since 1941. 

_A native of Mason City, Ia. Mr. 
Sherin graduated from University of 
Iowa in actuarial science in 1935 and 
took a post-graduate actuarial course. 
He was with Eastman Kodak at Roch- 
ester, N. Y., for four years before join- 
ing the lowa department. He succeeds 
Ralph Knudson, who resigned last July 
to join Hawkeye Casualty. The post of 
securities commissioner, also held by 
Mr. Knudson is still vacant. 





Alexander V. Branham, 51, manager 
of Continental Life at Staunton, Va., 
died there. Burial was at Charlottes- 
ville. 


Magill Report Goes Beyond 
N.A.L.U. on Some Points 


Comparison of the Magill committee’s 
tax recommendations shows they go 
beyond the National Assn. of Life Un- 
derwriters recommendations in some re- 
spects, while including in substance the 
principal objectives sought by .N.A.L.U. 
in its presentation to the House ways 
and means committee. 

The three important items are elim- 
ination of the payment of premium test 
for purposes of determining if the pro- 
ceeds of life insurance are subject to 
the estate tax; a change in the law with 
respect to transfers made in contempla- 
tion of death, and a recommendation in 
connection with the income tax on an- 
nuities. In connection with transfers 
made in contemplation of death, the 
Magill report goes even further than 
did N.A.L.U., recommending that any 
transfers made within two years before 
death shall not be considered in con- 
templation of death. The N.A.L.U. sug- 
gestion was five years. 

The Magill report made an additional 
recommendation, that gains, for example 
on the surrender of an endowment pol- 
icy, be treated as capital gains rather 
than as income. This obviously would be 
helpful. 


Employe Pension Plans 


The Magill recommendations on em- 
ploye pension plans were over and above 
the recommendations made by N.A.L.U. 
These recommendations included: that 
the same privileges accorded to employes 
under section 165 of the internal revenue 
code be extended to partners and own- 
ers who today are excluded; that an 
employe under a qualified contributory 
pension plan be permitted to deduct 
his contribution for the purposes of in- 
come tax with the whole amount be- 
coming taxable upon maturity, and that 
the tax status of survivors of employes 
under pension plans be clarified as to 
estate and income tax. 

Agents regarded as interesting the rec- 
ommendation that the government offer 
non-interest bearing and non-transfer- 
able bonds which can be segregated for 
payment of estate tax, not to exceed 
$50,000. Obviously this would have an 
effect on the sale of life insurance for 
estate tax purposes. 

The Magill report does not touch upon 
two minor suggestions of the N.A.L.U., 
the elimination of tax on the insur- 
ance factor in pension plans, and the 
request that the capital gains provision 
now applicable to termination payments 
under trustee plans be extended to non- 
trusteed plans. 









































“AND ANOTHER THING, IF YOU BUY THIS $10,000 
POLICY YOU WILL HAVE ENOUGH TO BE SUBJECT 
TO AN ESTATE TAX, JUST LIKE THE BIC SHOTS.” 


Finds Insurance Has 
Ready Sale in Philippines 


Recently returned from the Philip- 
pines, John McCall, home office super- 
visor of Occidental Life, says the Jap- 
anese occupation has made the people 
of the Philippines much more security- 
conscious than they were before the 
recent war. In accounting for the un- 
expectedly large volume. of business 
which Occidental has enjoyed since re- 
turning to the Philippines in the fall of 
1946, Mr. McCall said that many Fili- 
pinos in the armed forces were edu- 
cated to the idea of life insurance 
through owning NSLI policies. Many 
of them since their return to civilian 
life have apparently ‘been good ambas- 
sadors for life insurance. 

Another reason Mr. McCall gave for 
the excellence of the life insurance mar- 
ket in Manila and throughout the islands 
was that money is fairly plentiful while 
goods are scarce. He said that this was 
even more true in the Philippines than 
in the United States. 

Working with Karl B. Hill, manager 
at Manila, Mr. McCall organized the 
Occidental operation in the Philippines 
from scratch. Before his return to the 
United States, the branch office was 
merged with the Andres Soriano agency 
at Manila. 


Los Angeles Q.M.D.R.T. Meet 


The Los Angeles Quarter Million 
Dollar Round Table, at the November 
meeting had several guests from Bakers- 
field, who came to gather data on for- 
mation of a round table in that city. 

Hugh C. Daugherty, Van Nuys, spoke 

n “Mental Attitude.” Hal Van Cleve, 
past president, spoke on “Are You an 
Executive?” 

W. Clarence Johns was elected treas- 
urer. 


W. L. Burchill, 
as manager at Saginaw, 








who has just retired 
Mich., of Metro- 


politan Life, was honored at a testi. 
monial farewell dinner at Bay City 
About 100, including staffs from Sag. 
inaw, Bay ‘City and Flint, were presen, 
Bert VandeVusse, New York,  tergj. 
torial supervisor, represented the home 
office. 


C. E. D. for Widening OAS] 


WASHINGTON—Extension of olf. 
age and survivors insurance to groups 
now uncovered and liberalization 9 
OASI benefits are advocated in a repopt 
to the Committee for Economic Deygl. 
opment, a non- -governmental organiza. 
tion. The committee contends that ex. 
tension of coverage is desirable for jt; 
own sake to prevent the destitution and 
dependence of the aged and in addition, 
will permit greater latitude in the choice 
of methods of financing the system by 
making social insurance more truly 3 
general government function. 








Star for Pacific National 


The Gustaves-Baker agency of P,. 
cific National Life, with offices at. Boise 
and Burley, Idaho, is the first in the 
company to top $6 million of insurang 
in force. Last March the two agen. 
cies of E. R. Gustaves and C. Ga 
Baker and C. C. Baker in Idaho wer 
merged and the agency has enjoyed a 
rapid growth since that time. 





Collects on Policy at 96 


J. D. Padgitt, 96, founder and board 
chairman of Padgitt Bros. 'Co., Dallas, 
has outlived the life span as covered by 
mortality tables and has become the 
beneficiary of his own policy, issued in 
1883 by Mutual Life. 20-payment 
policy for $5,000, it has been accumulat- 
ing interest and dividends for many 
years, and now amounts to $6,103. Mr, 
Padgitt reports at his office daily and 
each morning does 10 minutes of exer- 
cising with Indian clubs to “keep from 
growing old.” 
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POLICIES 


Conn. General to 
New Rate Basis 


Connecticut General has announced 
its new rate basis will be effective Jan. 1. 
Premium rates and values will be 
changed for most guaranteed cost and 
participating insurance policies and an- 
qual premium retirement annuities. The 
rates for single premium annuities will 
not be changed at this time. The fol- 
lowing tables show rates on the new 
basis for certain plans: 


Non-Participating Premium Rates 


Age 25 40 55 
a PALS: < Suieees $16.56 $26.67 $49.49 
90 Pay. .-+++eees 28.40 38.23 57.28 
Paid-up 65 ...... 18.89 33.17 = 
90 End. .......-- 46.74 48.71 60.43 
Ins. to 65 ....... 29.73 55.20 158.36 
Ins. to 60 ......-. 38.93 79.94 
*Not issued. 
Participating Premium Rates 

Ord. Life ........ $20.82 $32.53 $58.06 
MSMR, soe cee ces 33.60 44.88 65.85 
90 End. ......+-- 50.38 54.22 68.38 
Tas, to 65... see 33.34 60.76 166.96 
mm t0 GO 2. ee ews 42.71 85.99 Diets 
Me 10 5D ...0200e Dies 132.88 a5? 
Ins. to 50 .....-. 81.44 232.06 


New Future Premiums Plan 


Western Life of Montana has dis- 
continued use of its premium deposit 
fund pass books because of the’large 
number of policyholders who lost them 
or failed to send them in to have entries 
made. Instead of a pass book, the com- 
pany now issues a certificate acknowl- 
edging acceptance by it of the sum of 
money set forth in the certificate to pay 
future premiums on a designated policy. 
The premium deposit fund is contin- 
ued for convenience of policyholders 
who desire to pay premiums in ad- 
vance. Interest of 214% per annum is 
guaranteed if the amount on deposit is 
sufficient to pay one annual premium 
and if it has been on deposit for a 
period of at least six months. Interest 
will be allowed only on amounts with- 
drawn to pay premiums, 


Liberalizes Aviation Policy 


Standard of Oregon has extended 
benefits under old policies to interpret 
the double indemnity aviation restric- 
tion as contained in current issues. Poli- 
cies issued prior to May 1, 1947, had a 
more restrictive clause. The present 
clause excludes death resulting directly 
or indirectly from travel or flight in or 
on any kind of aircraft, or from falling 
or in any other manner descending 
therefrom or therewith. Death result- 
ing from flight as a fare-paying pas- 
senger in a licensed passenger aircraft 
“provided” by an incorporated common 
carrier for passenger service and while 
operated by a licensed pilot on a regular 
schedule over a regular passenger route 
between definitely established airports, 
is covered, 

This liberalization is in line with the 
company’s practice of extending to old 
policyholders ‘benefits resulting from 
iavorable experience on new policies. 


Begeman Succeeds Wagner 
for Berkshire in St. Louis 


John W. Begeman has been appointed 
general agent for the Berkshire Life in 
St. Louis. He has been a personal pro- 
ducer for several years and before that 
94} pue ssauIsng uorINIysUOD ay} UT SEM 
lurniture business. 

C. Corwith Wagner, who has been 
general agent for 21 years, is retiring 
irom active management. He will con- 
tinue to serve his clients and write per- 


sonal business as associate general 
agent. 










































Penn Mutual Dec. 1 Goes to C.S.O. 21/4% Reserve Basis 


Penn Mutual Dec. 1 joined the ad- with policy provisions in accordance cash values have been increased. Rates 
vance group of companies which are with those prescribed under the stand- as shown in the 1948 edition of the Lit- 
issuing policies on the commissioners ard non-forfeiture and valuation (Guer- tle Gem Life Chart are presented here- 
standard ordinary reserve basis and tin) laws. In general, premiums and with: 


















































































Penn Mutual Pa. 425 | 426 Penn Mutual Pa. 
PREMIUM RATES PER $1,000 (Participating) CSO 2K%% Optional Defreed Inc. RATES WITH DISABILITY (Waiver of Premium) (Male) 
(b) *$100 Annual Premium So Retirement Term 
(a) (b) Retirement Term Ordis 1.20 ible Income 
20 20 Con- Retirement Income Age Age | nary Pay- lAge |) In- Age 
Ordi- Pay- Year vert- Income be *3 *5 t Age Age 55 60 Life ment come Age 60 1 3 5 
ee eae a -— ee eS Ee 60 65 Fe Fe Life 20 65 Fe- Year Year. Year 
ife e ow- ne. e uto- uto- uto- ear 
oak) ae 60 65 Fe- Fe- ‘matic matic matic. Opt. Male Male male male Year Male male Auto. Auto, Auto. 
Year Male Male mele, male 46.21 61.12 31.38 41.32]............ 10 
13.62 96.08 S200 .... 2416 1808] S) 3260 S090 .... ....  .... .0c0] eee Gea SeEe SRBEIEOD SEeRR GSE ~ 
14.95 25.89 50.02 .... 27.57 22.45 | 10 37.80 30.09 .... eee oon ama 36.20 48.55 24.16 32.37 18.07 29.61 17 7 
16.69 28.17 50.31 .... 31.95 25.70] 18 | 44.57 34.97...) 22k. ok 12L| Sao 4601 23:22 31.20] 18.51 30.15) 18 aa Samra oes : 
17. x x gees 4 5 x eees eves eoce eeve i ” 
748 29.15 50.45 .... 34.0 27.21 7 47.81 37.25 ie YaF ai aes 33.62 45.30 22.29 30.06] 18.99 30.69] 19 29.73. 41.82 831 839 8.48 
17. x 50.54 7.82 35.14 s 49. 4 -70 e 86 8.11 
18.34 30.19 50.63 7.95 36.31 2887] 19] 51.43 39.78 7.78 7.86 7.95 8.22) 3737 4875 220 Bel inee statfar | ore sees 4332 840 848 858 
18.78 30.73 50.72 810 37.55 29.75 53.41 41.16 7.86 7.94 8.04 834] 27s feos isso ava) acos a2eo} 23) wap sate 4O42 SSS 87R 885 
19.26 31.28 50.82 8.28 38.85 30.69 | 21 | 55.51 42.61 7.94 804 814 8.47) 9764 37.79 17.98 24.71] 21.58 33.61] 24) 9.84 34.86 50.03 889 9.01 9.16 
19,38, 31-36 SOUS S45 MNA8 SECT 57.74 44.13 8.04 8.14 8.26 8.60) 2652 36.39 17.17 23.71] 22.18 34.24] 25] 10.12 36.05 51.95 9.05 9.19 9.33 
20.26 32.42 51.05 8.63 41.68 32.70 60.12 45.74 814 8.25 838 8.76] 2543 35:01 1638 22.74 22.79 34:88] 26] 1045 3732 Biot 920 Bae one 
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“3 $0 
= 51 
am 52 
51 .58 . 54 
52 le . 55 
+ 3 . 
55 % " * se. , 120 RATES WITH DISABILITY (Waiver of Premium 
56 164 .... Bmw ge Be ay ““Taceme and $5 Monthly Income) 
57 9 3.8.1 + | may begin any age, 50 to 
58 1.65 9 ++++ 170. Death benefit prior to 18.94 30.98)) 15 
59 84 a - + | maturity is premiums paid 21.39 33.79) 20 
60 6.20 -77 41.52 ...+ | or cash value if greater. 24.35 36.86 
rere ew eee tine ass cane < 25.00 37.52 
25.72 38.19 
DOUBLE INDEMNITY RATES 26.43 38.90 
1948 DIVIDENDS 27.20 39.61 
1.25 sie ee re oe i = ss ee ye ecce oe tee (Jan. 1) an 40.37 
1.25 1. 1, . . 1 es 1.2. .25 1.25 . x ; 41.12 
1.25 1.50, 1.25 207 1.25 1.25]28] 1.25 1.25 1.25 1.25 1.25 1.25|Per $100 Annual Premium | 99°73 41'91 
1.60 1.60 1.60 2.65 1.50 1.60 | 35 eeee 1.50 1.25 1.25 1.25 1.60 30.65 42.74 
1.90 1.90 k eee Poe 1.90 || 45 iio pe ean a ee ies Pere ‘ 31.63 43.58 
Semi-annual rate 51.25% of annual; quarterly, 26.25%; monthly, 8.875%. F i} Yr. Div. Yr. __ Div. root aS 
premiums not due at death not deducted from claim. 48 li 9.11 34.88 oa 
(a)Extra annual premium which with $1,000 basic insurance will provide $10 monthly for 20 1 1. 7 12 9°97 36.08 oa 
years from date of death if death occurs within 20 years. 2 re 10/85 37.37 “91 
b)$1,000 insurance or cash value if greater. $10 monthly life income, 120 months certain. 3 2. a Qo. 76 38.71 oar 
a cash values: Male, age 60, $1,825; age 65, $1,623; Female, age 55, $2,262; age 60, 7 en 77 aan 40.14 poy 
2,041. . 2. : : 
*Automatically convertible at end of period to form selected. 6 2s b= ae yo aaa 
tNon-renewable; convertible within 7 years. 7 6.63 1 15.60 45.00 55. 
Limits— Participating policies from $1,000 upwards; reinsuring over $100,000, males, and over 8 7144 a 16.62 46.86 57.66 
$75,000 females; does not accept reinsurance. Ages 0-65. Non-Medical—$5,000; ages 5-40; 9 ° . 5 - 57. 
men and single self-supporting women. 10_8.26 20 17 66 58.91 68.58 
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Character 


Institutions, like individuals, have both reputation and character. While 
reputation may bring temporary success for an organization, character alone 
determines its ultimate well-being. 

Character, in an institution, means high ideals unflinchingly pursued; willing- 
ness to do a bit more than the letter of the contract implies; knowledge that 
service is something more than sheer duty; tolerance toward human frailties, and 
belief that the rights of one terminate where another's begin; adherence to the 
eternal principle of fair play. 

Reputation is what others think of us; character is what we really are. It is 
the philosopher's stone that transmutes the dull dross of business dealings into 
golden nuggets of friendship. 
























Wa 











\N 





Wh» 
















S 







YY. 

















S 





Yi 


AMERICAN UNITED LIFE INSURANCE COMPANY 









Established 1877 Indianapolis 


\S 





WY 





S 








December 5, igg 











30 FeNATIONAL UNDERWRITER 
S Lif C CSO ure laws, and with few exceptions high- Juvenile Assurance for 10 year term will be eight years 
un Lile, an., er than under existing policies, and > A Lite, Py as fete tos compared with seven previously, 
oe periods of extended assurance (or pure 3°°* 43°99 12:43 21.80 24.58 47.65 48.56 In the five-star annuity the amoyy 
Rates, Dividends endowment payable when extended term 6... 14.55 13.19 22.75 25.61 47.90 48.72 of insurance required per $10 of mon 
assurance continues to the end of the 9--- 15.85 13.98 23.80 26.62 48.15 48.79 income beginning at maturity will 
Sun Life of Canada, like many Amer- endowment period) will be increased. Nonparticipating Premium Rates omy ging ye = — : 
ican life companies, Jan. 1 is changing There usually will be reduction in paid- __ Ord. Life _ Life 20 End. 20 or women will be in the rate book ang 
premium rates and nonforfeiture values up assurance values. aS ++: SOE teas Spee Gree. cree rer will be based on a $10 mostly annuity 
on its new issue in the United States nonparticipating policies, non- 35... 22.24 22.24 34.27 34.27 47.21 47.71 Per $1,000 of insurance, as for men, Pf, 
ii ingi i ar itcata bist eS AR f 5 5 32.35 4% 5 1.7 sly, women paid the same i 
and Hawaii and bringing out new policy forfeiture values will be placed on CSO $5. $2.85 32.35 43.46 45.46 51.21 6171 viously, ae ) ag Premium 
forms. Participating rates are being 3% table, with comparatively little 65:11 80.27 80.27 83.84 83.84 84.00 34.50 Pct Unit O° MBunauct, tt Cecklved g 
placcd on CSO 2%%-basis, resulting in change in the cash values but increase Sebtnn Mulley ren eAygen hit aed ae ae ie 
reduced premiums on policies with a jn most instances in paid-up and ex- Red. Prem. Add. Term as” lesiatel i tha Mek of a 
large insurance element and increase on tended assurance values. ial Gants oot nein annuities will be a special 10 - 
7 Nos 2 remium ‘ . A : m4 
those with large investment factor. _ Rate of interest guaranteed under op- 15 21.25 21.80 13.35 14.71 18% 22 plan available to applicants age 53 to g 
Premium rates for life. and limited tions 2, 3 and 4 will be reduced from 2° 27.10 28.23 16.65 18.50 16 18% All the five star annuity plans will a 
payment life nonparticipating plans re- 2% t 2, % ep tnas Des ot ath no 35 36.45 37.97 21.85 24.15 13% 15% tai new special type Of Galea 
nad mnchaseed but tere will be 2 2 to 214% in new issue b i 45 51.80 53.14 30.10 32.81 10% 12 ain a p yp paid-up ip. 
light j d t change in option 1, the deposit option. 55 77.60 77.36 43.10 46.44 7% 8% surance benefit after the paid-up yaly 
n ent “he ates a owment contracts. Premium rates for retirement annuity U. S. Dividend Seale 1947 equals or exceeds the face amount ¢ 
eer. Verere “3 apf RO continue based on 2%4% interest during End of Year the policy. This will replace the usw 
i Rs ae Re aggeedt rh Lit S premium-paying period, however annu- Ordinary Life extended and paid-up insurance benefits 
scape alte agua She iein lla ee Mages Segall ee optional retirement ages will be Age + i c 4 
nounces, will be substantially higher : at To Shorter Premium Paying Periods 
. +, purchased on the new settlement option qggye 2 5 10 15 20 20 Yrs 
than the minimum standard nonforfeit- ° oA ~ 3 
basis, the standard annuity table rated 25.. 6.14 13:38 6.40 6.60 6.81 125.74 The family. income plans willie 
H ¢ Dee . . . . DO ° m <s 
ee years with interest wr 2%. 42""* 759 1155 8.02 8:35 8.68 157.60 shorter premium payment periods for 
aid-up assurance provisions of partic- 55... 8.27 12.78 8.93 9. 3 : the riders. Ten-year plan premiums yj] 
A JUVENILE'S ipating policies will be participating, ex- 20 Payment Life be payable for eight years; 
cept under life anticipated dividends and 25... 4.81 7.49 5.34 5.74 6.22 106.08 plans, for 12; and 20-year plans for 15 
APPRAISAL participating term assurance plans. The 35.. 5.39 243 °° ee ee fares The family income riders, formerly not 
new policies will carry the special Sun $?-:- §77 19°53 7/356 817 8.92 150.27 convertible, will be convertible without 
: 5 ; Life feature requiring no. evidence of 20 Y ities evidence of insurability at any time dur. 
We are letting a juvenile insurability if policy is carried under ._ Sr Oe ing the premium payment period fo 
J P y ° : B6:.:. 4.92 7.90 5.92 6.71 7.66 119.49 F¢ 
member of Royal Neighbors of extended term assurance and if less than 35°"! 5:46 8.71 6.46 7.24 8.20 129.98 the current amount of insurance at the 
: a . two years has elapsed since date of de- 45.. 6.15 9.74 17.14 7.91 8.88 143.18 attained age. 
America write this advertise- fault. 55... 6.88 10.84 7.85 8.58 9.59 156.93 


ment. 


In appraising her member- 
ship in Royal Neighbors of 
America she wrote: 


“Training received in our 
Royal Neighbor juvenile camps 
develops honest, successful, self- 
reliant and trustworthy citizens. 
Juvenile ritualistic work and 
activities develop leadership. 


“Royal Neighbor juveniles 
are taught to be kind and help- 
ful. They are urged to call 
upon those who are sick and in 
distress and so help to lighten 
their burden. In doing these 
things they serve mankind and 
in turn their country. And last, 
but not least, the society pro- 
vides valuable life insurance, 
based on the lesson of thrift, 
and a free health service.” 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 








Members 


147,353 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebraska 











THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 











Otherwise, the new policy will 
allow reinstatement—subject to evidence 
of insurability, arrears, etc. within five 
years of default, whether or not the 
extended term period has expired. 

Sun Life is withdrawing these policy 
plans: Family maintenance, except fam- 
ily maintenance 20-year period with life 
annual dividends and endowment at 65 
annual dividends, single premium joint 
life, special anticipated endowment, joint 
anticipated endowment, family protec- 
tion and retirement plan, term assur- 
ance at age 65 and child’s assurance. 

The college (educational) policy is 
continued but in revised form with poli- 
cy issued on parent’s life and child’s age 
governing endowment term but his 
name not appearing in the policy except 
possibly as beneficiary. 

The new policy form for the jubilee 
plan makes available the option of con- 
tinuing the policy as an endowment only 
at the end of five years from date of is- 
sue and not as under the old form after 
five years or at end of option 1 limited 
payment life period. 

A slight change has been made in 
grading of death benefit in juvenile in- 
surance so as to produce the ultimate 
amount on policy anniversary nearest 
age 9. 

The new premium rates and dividends 
on several popular forms at illustrative 
ages are: 


U. 8. ing Premium Rates 
Ord. Life Life 20 End. 20 


Old New Old New Old New 


Age $ $ 
15... 17.10 15.90 25.95 28.94 105.40 104.92 
25... 21.25 20.30 30.70 33.69 105.90 105.43 
35... 27.90 27.07 37.35 40.03 107.00 106.65 
45.. 38.90 37.98 47.20 49.14 109.80 109.53 
55... 57.95 56.42 63.40 63.96 116.75 116.38 
65... 96.60 93.09 98.65 96.17 140.95 138.61 
End. 20 End. 30 End. 65 
15. 48.40 49.04 31.70 31.10 19.50 18.57 
25. 49.15 49.85 32.90 32.36 25.40 24.74 
35. 51.00 51.78 35.85 35.32 35.85 35.32 
45. 55.55 56.84 42.80 42.17 55.55 56.34 
55. 66.90 67.23 58.90 57.54 116.75 116.38 
65. PO ORO Neos Sst) wo sis'e Ss aeisia’  Resiorere 
Fam, Ine. 
Ine. Extra Dbl. Prot. End. Assu. 
20 Yr. Pd. to65 Extra Males at 60 
25 5.30 4.74 9.75 9.55 45.75 46.07 
35 7.35 7.25 138.00 13.01 67.90 69.58 
45 14.25 14.69 18.90 18.94 120.35 124.48 
55 Teer ee! a 


*Endowment $1,714.90 at 60. 
jEndowment $1,759.40 at 60. 


Income Endowment Assurance 


Males Females Females 
at 65 at 60 at 65 
15 29.05 27.89 36.05 36.41 30.60 29.99 
25 37.80 37.17 49.55 50.69 40.30 30.29 
35 53.25 53.07 74.55 77.16 57.50 58.05 
45 82.45 84.68 134.15 1389.40 90.55 93.72 
55 1172.75 2174.99 8 4 6193.95 5197.43 
1Endowment $1,471.70 at 65. 
2Endowment $1,504.80 at 65. 
8Endowment $1,961,45 at 60. 
Endowment $2,019.25 at 60. 
5Endowment $1,714.90 at 65. 
®“Endowment $1,759.40 at 65. 





Lincoln Natl. Liberalizing 
Many Contracts Jan. 1 


Lincoln National Life’s changeover to 
the CSC 2%4% basis from the American 
Men 3% basis on Jan. 1 will result in 
a number of important changes and 
liberalizations in policy contracts. In 
general, term rates will be lower, ordi- 
nary life rates about the same, and en- 
downment premiums about the same or 
a little higher. Cash values and ex- 
tended term insurance will usually be 
more favorable under the new policies. 

The new policy contracts have been 
revised extensively, with the policy 
pages being printed in two-column lay- 
outs and in more readable type. 

After the changeover the company 
will use only the participating basis on 
its endowment annuities, “five star” an- 
nuities, endowments, and limited pay- 
ment life policies for 15 years or less. 
Ordinary life and limited payment life 
policies with premiums payable for more 
than 15 years will be available on either 
a participating or nonparticipating basis. 


Life Expectancy Policy Rates Lower 


The life expectancy term plan will 
feature longer term periods at younger 
ages and the rates will generally be 
lower. Convertible term policies will 
have a one-year longer conversion pe- 
riod. For instance, five-year term may 
be converted without evidence of insur- 
ability at any time within four years, 
as compared with three years prior to 
the changeover. The conversion period 


Rates 


15 year 


Adult policies on the ordinary anj 
20-payment life nonparticipating plans 
will be issued at ages down to age §, 
In addition, Lincoln National will add 
ordinary and 20-payment life policies 
to its juvenile contracts and will offer 
full death benefits on juvenile policies 
down to age 1. Juvenile contracts can 
be offered down to age one day, a 
before, on a graded basis. 

The 23-year endowment policy here. 
tofore issued only on a nonpar basis 
will be issued only on a_ participating 
basis after Jan. 1 and the minimum 
amount will be reduced from $2,500 to 
$1,000. 


Values for Term Riders 


Supplemental term riders will contain 
nonforfeiture values in addition to those 
provided by the basic policies. Waiver 
of premium disability benefits will be 
issued to married women and the mini- 
mum age limit at which the benefit is 
available to females will be reduced from 
15 to 10. 

Termination age for double indemnity 
benefits has been raised from 60 to 65, 

The maximum amount of premiums 
payable in advance has been raised from 
$10,000 to $25,000. 

The company is discontinuing its ad- 
justable 10-payment life contract in fa 
vor of a straight 10-payment life policy 
and will discontinue its family mainte- 
nance plan as such, since a_ similar 
benefit may be obtained by using sup- 
plementary term with settlement op- 
tions. ; 

Substandard graded death benefit poli- 
cies with ratings below table F will not 
be available after Jan. 1. However, the 
company will issue three plans—20-year 





bills. 





THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 





LEGAL RESERVE FRATERNAL INSTITUTION 
Organized in 1898 
Forty-Seven Years of Insurance and Fraternal Service 
Home Office—Praetorian Building—Dallas, Texas 
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or higher with the graded death bene- 
ft arrangement. as 

Guaranteed interest rates on dividend 
accumulations will be reduced from 
Post-mortem dividends, 
heretofore not mentioned in the policy, 
will be provided for in the new policy 
forms. : 

Interest basis for new settlement op- 
tions will range from 2 to 2%2% as be- 
fore, but the guaranteed interest rate 
on certain specific options will be re- 
duced by 4%. 

The company plans to have new rate 
books in the hands of its agents about 


Dec. 15. 


Guardian's ‘47 Dividends 


Guardian Life has approved continu- 
ance of the 1947 dividend scale for 1948, 
with a more favorable modification than 
heretofore for policies containing a dis- 
ability provision, whether waiver alone 
or waiver and income, issued since Jan. 
1, 1930. moh 

Interest in 1948 on dividends left to 
accumulate will be the guaranteed rate 
but not less than 3%. 

On policy proceeds left under op- 
tional settlements the rate is that guar- 
anteed by the policy provisions, except 
that on proceeds left without right of 
withdrawal, under an option which guar- 
antees 2%, interest will be credited for 
1948 at 242%. 

The amount estimated for distribution 
as dividends to policyholders in 1948 is 
2,700,000, an increase of 8% over 1947. 





Aetna’s New Dividends 


Aetna Life has adopted a new scale 
of dividends applicable to all policies. 
Favorable mortality will increase the 
mortality savings but lower interest 
earnings will decrease the portion of 
dividends resulting from excess interest. 
Dividends under some policies will be 
increased but in general there will be a 
decrease in the dividends applicable to 
policies with substantial reserves. 

The previous tentative dividend illus- 
trations applicable to new policies is- 
sued on the CSO basis are now ap- 
proved for use in 1948 on such policies. 





Increases Policy Limits 


Standard Reserve of Texas, increased 
coverage on life insurance to $5,000 for 
natural death or $10,000 with double 
indemnity, most of which will be re- 
insured. 


Dividend Announcements 


Guarantee Mutual and Shenandoah 
Life are continuing their 1947 dividend 
schedules to the end of 1948 and West 
Coast is continuing its scale to June 30. 

The new scale of Boston Mutual will 
show a decrease of approximately 3% 
and Great Southern a decrease of about 


5%. Presbyterian Ministers Fund divi- 
dend schedule shows an overall de- 
crease, 


State Mutual’s scale will be the same 
as that used in 1947, except that there 
are some increases in term dividends. 


U.S. Scale Is Unchanged 


Dividends payable on U. S. govern- 
ment life insurance (world war 1) in 
the calendar year 1948 are the same as 
in the schedule for 1947. No dividend 
declaration yet has been made under 
National Service Life Insurance. 





Policy in Booklet Form 


Pierce Ins. Co. of Los Angeles has 
brought out its policies in the form of 
a small book printed in large type and 
bound in leatherette cover. 

The front cover contains an index. 


Withdraws Family Group Policy 
Beneficial Standard Life of Los Ange- 
les will on Jan. 1 withdraw its family 
group ordinary life policy because of the 
Guertin law deadline which makes it 
necessary to redraft all life policy forms 
by Jan. 1. The company has just been 
licensed in New Mexico. 








Notes Change to 
Harder Selling 


There seems to be a general feeling of 
those in charge of fraternal societies’ 
field operations that conditions in the 
field are changing from the era of easy 
sales that has existed for several years, 
Thomas O. Hertzberg, field director Fi- 
delity Life, Fulton, Ill., told the Iowa 
Fraternal Congress in its annual conven- 
tion held recently at Waterloo. People 
today are looking for quality; the life 
insurance prospect is more conscious 
of the plan proposed, so field people 
have to alter and tailor it a little more 
to fit his needs than in the past. Also 
they must make sure of his ability to pay. 


Expects Good Year 


“There isn’t any particular feeling that 
1948 won’t be a good life insurance year 
that I can discover,” he said. “Needs 
continue to exist; the money to buy life 
insurance is available. But life insur- 
ance certificates will be bought more 
carefully and intelligently.” 

He said in the classes of people whom 
societies’ representatives usually solicit, 
those who work with their hands, there 
is more spendable surplus than in the 
white-collar classes. 

“We are going to have to make it easier 
for the prospect to buy in future,” he 
said. “There is more incentive money 
today, such as the bonus money, than 
ever before. You will frequently find 
persons with family responsibilities who 
need more life insurance but cannot af- 
ford it. I believe it is ethical in such 
circumstances to counsel change to a 
lower premium form in order to pro- 
vide more insurance for given outlay.” 

Mr. Hertzberg counseled building the 
prospect’s confidence in the outlook for 
the future. 


Suggestions to Workers 


For the individual field worker, he 
said, it is necessary to acquire good 
work habits and self-organization, to 
adopt a time schedule, to get out in the 
field early. He urged to have three 
lunch interviews a week, taking stock 
every month, picking out 30 to 35 of the 
best prospects each month whom the 
worker expects to close. Another sug- 
gestion was to read 15 minutes a day 
such trade publications as, he said, THE 
NATIONAL UNDERWRITER. “This can’t 
help but stimulate you,” he counseled. 

An effort quota or goal is another es- 
sential, he believes. He urged contact- 
ing 10 or more persons a day and hav- 
ing four or more interviews daily as 
well as acquiring four new prospect 
names a day. Also the goal should be 
at least two applications a week with 
settlement. Night work is profitable 
and necessary if a field man wants to 
succeed, Mr. Hertzberg said. He be- 
lieves an app-a-week schedule is a won- 
derful motivator. 


Answers to Objections 


Mr. Hertzberg gave answers to some 
current objections met by fraternals. 
Where the wife objects to her husband 
buying life insurance, it has been found 
effective to tell her that without the in- 
surance she would probably have to go 
to work at her husband’s death, but it 
would be better for her to go to 
work now as she would have far less 
work to pay the premiums on the life 
insurance than she would to secure 
money to support herself completely 
after his death. 

Mr. Hertzberg stressed selling perma- 
nent juvenile forms instead of term, as 
he said it may be found other com- 
panies will replace many of the juvenile 
term policies and thus the business 
will be lost to the man who originates 
it. He said one child in 10 will be an 
orphan by age 17 unless the father does 
something definite about a life insur- 
ance education plan. 





Pield Representatives 


Peter Wiggle, Michigan great com- 
mander of Maccabees, who recently re- 
signed after 4% years’ service, has been 
succeeded by John C. Lehr, former sec- 
7 who has been U. S. attorney since 

Mr. Lehr became auditor of Mac- 
cabees in the Michigan great camp in 
1904 and held various posts until in 
1923 he was appointed national secre- 
tary. He was a U. S. congressman 1933- 
1935 from the second Michigan district. 
He resigned as U. S. attorney to rejoin 
Maccabees. 

Robert E. Morris was named secre- 
tary of the Michigan great camp. 

Victor W. Amick becomes Minnesota 
manager with office in 214 Plymouth 
building, Minneapolis. He succeeds R. A. 
Nelson, who continues as secretary of 
Modin tent No. 20, Minneapolis. Mr. 
Amick wrote life insurance at one time 
in Sioux City, Ia. and later in Oak- 
land, Cal. 

L. M. Banks has been named Georgia 
manager with office in 16 East Bryan 
Street, Savannah. He succeeds S. E. 
Moss, who resigned due to ill health. 
Mr. and Mrs. Moss now reside in Or- 
lando, Fla. 

Merle C. Willhite becomes -district 
manager at Kansas City. He joined 
Maccabees in May, and previously was 
with American National until January, 
1942, when he entered the navy, serving 
40 months in the Pacific, becoming a 
C.P.O. Later he was connected with 
an insurance broker in Kansas City and 
then opened his own insurance office 
there. 


Short Heads N. E. Congress 


BOSTON—Elwood V. Short, Water- 
town, Mass., United Order of the Golden 
Cross, was elected president of the New 
England Fraternal Congress at its an- 
nual meeting in Boston. Other officers 





pes 
ment, 30-year endowment, and elected were: First vice-president, H. F. 
Bere mént annuity at 62—at table F FRATERNALS Maccabees Promotes Some Hotchkiss, Royal Arcanum, Boston; 


second vice-president, A. S. Brancault, 
Portuguese Continental Union, Boston; 
secretary-treasurer, C. C. Fearing, New 
England Order of Protection, Boston; 
executive committee—Helena V. Sawyer, 
Salem; J. H. Goguen, Leominster; 
Henry Gagnon, Salem; J. E. O’Connor, 
Boston; Kasimir Kazetoworts, Salem; 
A. J. Stelkovics, Bridgeport, Conn. 


J. B. Maclean to Lecture 


Joseph B. Maclean, retired vice-presi- 
dent and actuary of Mutual Life, will 
speak on life insurance regulation in a 
lecture sponsored by the insurance sec- 
tion of the New York Special Libraries 
Assn. Elizabeth Ferguson, librarian of 
the Institute of Life Insurance, is sec- 
tion chairman. The lecture, one of a 
series being held by the section this year, 
will be at 5:30 p. m., Dec. 8 in the New 
York Life building. Mr. Maclean will 
discuss the Armstrong and other early 
investigations, the TNEC inquiry, the 
Guertin legislation and the Southeastern 
Underwriters’ decision. The lecture is 
open to the public. Admission is $1. 











Reeves Atlanta Speaker 


Atlanta A. & H. Underwriters was 
addressed by Elbert Reeves, general 
agent for Jefferson Standard Life there. 
Also short talks were made by Mr. 
Newbanks of Hapeville, Ga., and Louis 
Weill of General Accident at Atlanta. 

The sales congress which was orig- 
inally scheduled for Nov. 14 has been 
postponed until spring. 





Alliance Agents Employes 


In listing the life companies that vol- 
untarily have placed their agents in the 
category of employes so far as social 
security taxes and benefits are con- 
cerned, _THE NATIONAL UNDERWRITER 
failed to include Alliance Life of Chi- 
cago. This company has had its agents 
on this basis for two years: 





It 
Blindfolded” 





momentum. 
month. 


And he didn’t do it blindfolded! 





This is about a man who came to us from the 
teaching profession, beginning full time work May 
15, 1947. Since that date he has averaged $63,090 
a month personal production and is still gaining 


Recently this man had a $74,500 


Instead he 


teamed up his good background, and his ability 
to work hard, with “10 reasons why new men do 
well with Fidelity Life.” What a winning com- 


bination! 


These ten reasons are in black and 


white. If interested, why not drop a line to T. O. 
Hertzberg, Sales Manager 


Fidelity Life Association, Fulton, Ill. 


51st Year Distinguished Life Insurance Service 











Sponsored by Columbus C.L.U. chap- 
ter, a movement has been launched 
ior a memorial to Charles W. Griffith, 
past president of the chapter and of 
Columbus Assn. of Life Underwriters, 
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who lost his life in the war. Consider- 
able money has been turned over to 
Ohio State University, which is trustee 
for the Charles W. Griffith Insurance 
Memorial. 

The immediate purpose of the me- 
morial is a complete insurance library 
to be available to students and life 
insurance men. A room is being planned 
for the library in the new addition of 
the Commerce building, to be known as 
Griffith Memorial Library. Later ob- 
jectives include an endowment fund to 
aid worthy students who are special- 
izing in insurance -and, later, an en- 
largement of the present insurance 
course at the university. 

Gilbert Moody is chairman of the 
chapter’s memorial committee and co- 
operating with him in the movement 
are Dean W. L. Weidler, Prof. Edison 
L. Bowers, Prof. H. H. Maynard and 
Kenyon Campbell, representing the uni- 
versity. 


Drive Sets New Record 


The annual October-November “Loy- 
alty” campaign of Illinois Bankers Life 
inaugurated by its agency vice-president, 
Hugh D. Hart, in 1940, in October re- 
sulted in submitted life business which 
set new records. There was a one-day 
special drive in honor of Mr. Hart’s 
birthday. Submitted life business for 
the early part of November was 241% 
in excess of that for the same period in 
1946 campaign. 

General agencies are competing for 
the President’s and _ Vice-president’s 
trophy cups on paid-for basis, and J. E. 
Harriman, Ohio, leads with B. F. Paugh, 
Ohio, second. 


To Meet at Albuquerque 


The newly-formed Pacific Mutual 
Field Agents Assn. will meet in Albu- 
querque Feb. 21-22. 

Its growth since organizing in April 
has surpassed expectations. C. F. Linder, 
Oklahoma City, the president, has in- 
vited all Pacific Mutual agents to attend 
the Albuquerque meeting at their own 
expense. 


Form First Aid Units 


HARTFORD—Permanent first aid 
units for use during disasters are being 
formed at 14 Hartford insurance com- 
panies in cooperation with the Hartford 
chapter of American Red Cross. Dr. 
Ralph Secor of Connecticut Mutual Life 
will head the new activity. 

Participating are Aetna Fire, Aetna 





Life, Caledonian, Connecticut General 
Life, Connecticut Mutual Life, Hartford 
Steam Boiler, London & _  Lanca- 


shire, National Fire, Phoenix, Phoenix 
Mutual Life, Scottish Union, Travelers, 
Hartford Fire and Hartford Accident. 





Honor White at Newark 


John W. Wood of Newark, New Jer- 
sey state agent of State Mutual Life, 
and his associates will give a luncheon 
to President George Avery White and 
Robert H. Denny, vice-president and 
superintendent of agencies, when they 
visit Newark Dec. 9. 


Back Where It Started 


A Connecticut Mutual policyholder in 
Hartford, whose policy had matured, 
was asked for proof of date of birth. 
He produced a birth certificate. Upon 
inspection of the certificate, it was dis- 
covered that the authorities in the in- 
sured’s town had accepted his Connecti- 
cut Mutual policy as proof of his date 
of birth. He had submitted the policy 
to the bureau of vital statistics shortly 
after purchasing it, as evidence for the 
recording of his date of birth. 


— 


Break Ground for Project 


NEW YORK—City officials, headed 
by Mayor O’Dwyer, participated in 
ground-breaking ceremonies for the Sid- 
ney Hillman cooperative housing proj- 
ect being constructed on the lower east 
side by the Amalgamated Clothing 





Miss Elizabeth C. Stevens, secretary- 
treasurer of L.I.A.M.A., pinning a conven- 
tion badge on President Frank L. Barnes 
of Ohio State Life at the recent L.I.A.M.A. 
meeting in Chicago. Others are Morton 
Boyd, president of Commonwealth Life, 
and H. G. Kenagy, vice-president of Mu- 
tual Benefit Life. 





Workers of America and financed in 
major part by a $7 million mortgage 
loan by Mutual Life. It will provide 
homes for 800 families. Henry Verdelin, 
vice-president and manager of real es- 
tate for the Mutual Life, was among 
those taking part in the ceremony. 


Atlanta Bank Lauds Agents 


ATLANTA — The Bank of Georgia 
has mailed out a leaflet in praise of life 
insurance agents to its more than 30,000 
depositors along with their statements 
and to life agents in the Atlanta area. 
It is entitled “Just One Way Left!” It 
is the second time this year the bank 
has paid its respects to the agents in 
this way. Several months ago it mailed 
to local life agencies and to a large list 
of depositors a leaflet entitled “Tell Me 
Just Two Things.” 





Trust Officer oa: Program 


J. T. Gunning, assistant vice-president 
Marine Trust Co., Buffalo, spoke on 
“The Importance of Making a Will’ at 
a luncheon of the Life Underwriters 
Assn. of Niagara Falls. He stressed 
need for close relationship ‘between 
agent and corporate fiduciary in estate 
matters. 


S. F. Producers Group Meets 


The newly organized Accident & 
Health Underwriters Assn. of San Fran- 
cisco will meet, Dec. 9, featuring a panel 
of speakers. W. E. Lebby, Massachu- 
setts Indemnity, Los Angeles, will be 
one of the speakers. 

H. D. Quigley, Mutual Benefit Health 
& Accident, is president. 








Psychiatrist Chicago Speaker 

The annual dinyer party of the Chi- 
cago C.L.U. chapter will be held at the 
Adventurers Club 
Congdon, 


$3°° to *6°° single 


Charles B. 
speak on 


Dec. 8. 
psychiatrist, will 


1000 Rooms — 1000 Baths 





WHERE YO 





Here at the Prince George guests enjoy the homey luxury 
and genuine comforts seldom found in other New York 
hotels. 1,000 spacious, tastefully furnished rooms, 
bath. Five famous restaurants and a cafeteria. Quiet, yet 
within 8 minutes of the shopping district. Low rates make 
the Prince George New York’s most outstanding hotel value. 
Write for booklet NUL. 


Single room with bath from $3.00 
Double room with bath from $5.00 


Prince George Hotel 


December 5, i947 


— = = = 
“How Your Words Affect the Othe 
Fellow.” Robert T. Markley, Equitab), 
Society, is chairman of the COMMitte, 
in charge and E. S. Hewitt, presiden; 
will preside. ‘ 


Fair Trade Acts Demand 
Close Watch by N.F.C. 
Ekern Reports 


Operation of the federal trade com, 
mission act and of any state fair trad 
acts, and the possible future proposak 
fot enactments or amendments of fy: 
trade acts, should have the attention ¢ 
the National Fraternal Congress and j 
societies to avoid as far as practicab 
the duplication of supervision and pre. 
serve effective supervision of insurane 
‘by the states, the all-industry committe 
of the N.F.C. reported. Herman [| 
Ekern, president Lutheran Brotherhood 
is chairman. 

So called fair trade laws in varying 
forms have been enacted in Florida, Ip. 
diana, Maryland, Michigan, Minnesota 
Nebraska, New Hampshire, New Jersey, 
New Mexico, Pennsylvania, South Car. 
olina, South Dakota, Tennessee, Utah, 
Washington and Wisconsin, the commit. 
tee reported, and except in the states of 
Pennsylvania, Utah and Washington 
these laws specifically name fraternals jy 
the list of organizations subject to the 
new law. 


Fraternals Generally Exempted 


Laws enacted in Florida, Indiana, 
Michigan, Minnesota, New Hampshire, 
New. Mexico and Wisconsin which re. 
quire that rates or premiums for health 
and accident insurance be reasonable jin 
proportion to benetfis promised, extend 
no further than to provide for approval 
of policy forms filed with the insurance 
department. The fraternal laws of these 
states in substance contain a uniform 
provision excluding fraternal societies, 
and unless specifically named, for the 
operation of other insurance laws, and in 
none of these laws are fraternals so 
named, 

“The legislatures of 44 states met dur- 
ing the present year,” the committee 
stated. “So far as your committee has 
been able to determine, no legislation 
coming within the province of the all- 
industry committee has been enacted in 
the different states affecting fraternal 
benefit societies, except as noted.” 

The committee has been represented 
at meetings of the all-industry commit 
tee representing the whole insurance 
business held in New York city last year 
and Chicago and Atlantic City this year, 
at which no action was taken specif- 
cally referring to fraternals. 





Louis A. Friedrich, assistant district 
manager in charge of the Prudential 
office at Fond du Lac, Wis., was hon- 
ored at a dinner upon his retirement 
after 32 years’ service. He became an 
agent at Fond du Lac in 1915 and was 
placed in charge of the office in 1921 


UR COMFORT COMES FIRST 
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at 14 East 28th Street 


Charles F. Rogers, Jr. ~ _Alanager 


Ew York 16, N.Y. 
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THE AGENT AND OPTIONAL SETTLEMENTS 


By Vice President Willard kh. Wise 


The modern age of life insurance began with the 
first optional settlement. 

The implications are far-reaching. Without op- 
tions and income settlements it is doubtful if life 
insurance could ever have become the vast social 
and economic force for good which it is presently 
acknowledged to be. 

- That the interests of insured and beneficiary are 
well served by the opportunity to elect income 
rather than lump sum settlements goes without 
saying. The life insurance option has performed an 
invaluable service to widows and children in dis- 
tributing proceeds in regular amounts 
over specified periods of time. The 
peace of mind of the insured, and his 
own opportunity for security in old 
age, are not to be measured in terms 
of words. 

Likewise, the opportunity of greater 
service and greater earning power 
for the agent has been stepped up 
amazingly. 

But, if the life insurance option has 
been a boon and an cpportunity to 





the agent, it also confronts him with a grave 
responsibility and a serious challenge. 

It is entirely possible for an agent to become so 
income-conscious that he will attempt so to circum- 
scribe the life insurance payments that the great 
emergencies and crises of life are disregarded. It 
sometimes takes an option presentation to sell a 
case—but, once the case is sold, the agent must 
help the prospect to decide whether or not it is to 
the family’s advantage to elect the option presently 
or at all. It is dangerous to attempt the role of 
omniscience. 

Also, the election of optional settle- 
ments means that the agent, if he is to 
be of real service, has a personal re- 
sponsibility for continual review over 
the years, to see that his clients’ set- 
tlements conform to the changing pic- 
ture of the family’s needs. Life is ever 
changing, and a set of solutions to the 
problems of life today may possibly 
create other problems for the life of 
tomorrow. The book of the life insur- 
ance settlement is never fully closed. 


Sales Ideas From “Provident Notes’ 
published by 


PROVIDENT MUTUAL LIFE INSURANCE 


COMPANY of PHILADELPHIA, PA. 








SOME “DOs" AND "DON'Ts" FOR, 


Se teits _ 


—learn the warning signals that may mean 
appendicitis! The first sign of acute appendicitis is usually 
pain in the abdomen accompanied by nausea or vomiting. 

The pain may be general at first, like a simple stomach- 
ache, but will probably become localized in the lower right 
side. It can be a sharp severe pain or a dull ache. Symptoms 
sometimes vary, so any persistent, puzzling ‘‘stomach-ache”’ 
should have prompt medical attention. 


—call your physician at once when such warnings 
appear! Today, appendicitis is rarely fatal if recognized and 
properly treated in time. But it may be difficult to diagnose. 

Your doctor may need to take blood counts or make other 
tests. Calling him promptly permits him to make such tests 
and to determine the proper treatment before serious dam- 
age has occurred. 

Appendicitis takes only about half as many lives today as 
it took 12 years ago, but many more lives could be saved 
each year if everyone called a doctor at the first sign of 
an attack. 





—treat yourself with home remedies! If you have 
an abdominal pain and are nauseated, avoid taking a laxa- 
tive or enema. They increase pressure on the appendix and 
may cause it to rupture. 

A study of appendicitis in one Eastern city showed that 
when appendicitis patients took no laxative, only 1 in 62 
died. Of those who took a laxative, 1 in 19 died. 

External pressure can also cause a rupture, so you shouldn’t 
rub or massage the site of the pain. And it’s wiser not to 
apply either a hot water bottle or an ice bag. 


—try to keep going normally if you suspect appen- 
dicitis. When appendicitis strikes, don’t try to ignore the 
pain. Any physical exertion or exercise may lead to compli- 
cations, so lie down, in bed if possible, and stay there. 

The pain may let up but this does not mean the attack has 
passed. It’s up to you to keep quiet and relaxed until the 
doctor has had a chance to examine you. Food and liquids 
can also be dangerous. Try to avoid eating or drinking any- 
thing, except water, until your doctor has examined you. 


COPYRIGHT 1947— METROPOLITAN LIFE INSURANCE CO. 


As more people learn more about 
this disease, appendicitis mortality 
can be brought still lower. For fur- 
ther information that may protect you 
and your family, send today for 
Metropolitan’s free booklet 127-E, 


Metropolitan Life 
Insurance Company 


(A MUTUAL COMPANY) rm 
4 
Frederick H. Ecker, CHAIRMAN OF THE BOARD 
Leroy A. Lincoln, PRESIDENT 
“Appendicitis.” 1 Mapison Ave., New York 10, N.Y. 


Tuis advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 30,000,000 including Collier’s, Time, 
Saturday Evening Post, Ladies’ Home Journal, 
Good Housekeeping, Cosmopolitan, McCall’s, 
American Magazine, Woman’s Home Compan- 
ion, National Geographic, Parents’, and Redbook. 


TO VETERANS—IF YOU HAVE NATIONAL SERVICE LIFE INSURANCE—KEEP IT! 





